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Lemmon Tells Hemispheric Conference 
The Vital Role Of Free Competition 


Competition in business is the best 
defense against encroachment by gov- 
ernment, Vestal 
Lemmon, general 
manager National 
Assn. of Indepen- 
dent Insurers told 
the Hemispheric 
Insurance Confer- 
ence this week in 
Lima, Peru. 

Citing the fire 
and casualty in- 
surance business 
as an example, Mr. 
Lemmon = said, 
“The competitive 
environment in the United States 
has minimized the necessity of the 
business at either the state or national 
level and, at the same time, it has 
served well the public interest.” The 
principal obligation of an insurance 
company, he added, “is to serve the 
public in the best way possible and to 
allow others to serve even better, if 
if they can.” 

Stating that public service is the 
prime test of public policy, Mr. Lem- 
mon said the public is best served un- 
der a competitive system in which 
there is adequate room for experiment 
to meet the changing needs of the com- 
munities and the state. 

“For the most part, that is the system 
which prevails in the United States.” 
he said, noting however that there are 


Thacher Opposes 
File-Use Laws As 
Presently Offered 


Superintendent Thomas Thacher of 
New York department told the state 
legislative committee on insurance 
rates and regulation at a hearing in 
New York City that he is opposed to 
file and use legislation as it is pres- 
ently proposed by several company 
organizations. He had been asked by 
the committee to express the depart- 
ment’s views. 

Mr. Thacher said the Gerber sub- 
committee of National Assn. of Insur- 
ance Commissioners has had no evi- 
dence that proponents of file and use 
laws were seeking to deal adequately 
with the six objections of that sub- 
committee. He regards the objections 
as valid and important. Until they are 
met, he said, he would stay with the 
subcommittee position. He indicated 
doubt that they could be met. 

In answer to a question, Mr. Thach- 
er observed that the department has 
had examples of excessive rates so 
that problem exists even in these 
times of keen competition. 


Vestal Lemmon 
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some impediments to competitive in- 
surance. Among them are overly re- 
strictive statutes, unenlightened re- 
gulatory officials, and obstructive ef- 
forts of those who would prefer to keep 
the industry in a straitjacket of uni- 
formity.” 


Stresses Private Enterprise 


Mr. Lemmon emphasized that com- 
petitive private enterprise in the pub- 
lic interest is an underlying tenet of 
the basic economic philosophy in the 
U. S. This holds true, as long as indus- 
try remains responsive to the changing 
needs and desires of its consumers. 
When industry lags or falls short of 
expectations when a gap between ser- 
vice desired and service offered exists 


some form of government stimulus 
(CONTINUED ON PAGE 34) 


Chicago Explosion 
To Cost Companies 
Around $1 Million 


If there is one thing that is clear 
about last week’s explosion at the 
Helene Curtis Industries plant in Chi- 
cago it is that nothing is clear. 

Except for the total amount of in- 
sured loss, which everyone pretty well 
agrees will top $1 million, and the 
catastrophe number assigned by Na- 
tional Bureau, No. 29, little is actually 
known at this time—and few indeed 
are those who will allow themselves 
the risky joys of prognostication. 





Severe Damage To Zenith 


The explosion itself occurred at the 
Helene Curtis plant. The brunt of the 
damage was to the south of the plant 
and severe damage was caused to a 
Zenith building. Damage, although 
less, was occasioned west of the Cur- 
tis plant to Anaconda Wire & Brass. 
This loss is expected to run to perhaps 


$10,000. There was here no contents 
(CONTINUED ON PAGE 33) 


Mullins Is Named 


Ohio Superintendent 

Robert L. Mullins, who has been 
acting superintendent of insurance of 
Ohio since E. A. Stowell was elevated 
several weeks ago to executive assis- 
tant to Gov. DiSalle, has been made 
full superintendent. The appointment 
was announced by the governor at a 
luncheon Monday during the annual 
meeting in Columbus of Ohio Assn. of 
Insurance Agents. 

There was no preliminary to the 
announcement. Gov. DiSalle commen- 
ted that he believes Mr. Mullins to be 
a man of unusually high integrity and 
followed that with the simple state- 
ment, “I guess this is the best time for 
me to- announce that I am appointing 
Bob Mullins superintendent.” 

The suddenness of the announce- 
ment caused the audience to catch its 
breath, and this was followed by pro- 
longed applause. 





Highest Tenn. Court 
Against Bureaus In 
Auto Rate Squabble 


Tennessee supreme court last week 
unanimously reversed a circuit court’s 
decision that National Bureau and Na- 
tional Automobile Underwriters Assn. 
were entitled to a writ to force Com- 
missioner Long to reconsiedr their fil- 
ings for rate increases “on their mer- 
its.” The filings called for a liability 
rate rise of 25% and a PHD boost of 


6%. 
Originally Rejected Filing 


Mr. Long originally rejected the fil- 
ings on the ground that companies 
cannot be allowed to combine for rate 
making. He held that every company’s 
experience is not the same in Ten- 
nessee, and to approve a combination 
filing would unjustly enrich some in- 
surers. 

Upon his rejection, the bureaus 
started a common law action in circuit 
court to force consideration of the fil- 
ings on their merits. Simultaneously, 
the attorney general petitioned the su- 
preme court for an opinion to deter- 
mine if the bureaus had the right to 
bring action in circuit court for the 
writ. The chief justice of the high court 
reportedly held that the bureaus had 
that privilege. Meanwhile, the circuit 
court ruled for the bureaus and re- 

(CONTINUED ON PAGE 29) 


NAIA Opposes Natl. 


Bureau Franchise Plan 


Cooper M. Cubbedge of Jacksonville, 
president of National Assn. of Insur- 
ance Agents, has written state associ- 
ation officers that NAIA is opposed to 
National Bureau’s extension of exper- 
ience and schedule rating plans to the 
risks of business men operating under 
franchise agreements and to the risks 
of their employes. He urged state as- 
sociation officers to discuss the plan 
with commissioners. 

The plan, filed in 45 states and ap- 
proved in 30, has been disapproved in 
Iowa and held up in New Hampshire. 





Companies To Test 


Commission Law In 
N.Y. With New HO 


Hearing Also Discloses That 
Line-Up On Bill Remains 
Pretty Much The Same 


NEW YORK—The opinions of the 
freedom of contract law, which re- 
quires the New York superintendent 
to take into consideration the level of 
commissions paid during the previous 
year in approving a rate filing, today 
are pretty much what they were a 
year ago. The joint legislative com- 
mittee on insurance rates and regula- 
tion, which conducted a hearing last 
December on the law, conducted an- 
other one on the same subject here 
this week. 

In general, the agents and brokers 
are enthusiastically for the measure; 
the companies, at least those in Assn. 
of Casualty & Surety Companies and 
National Board, are stoutly against it. 
National Assn. of Casualty & Surety 
Agents are in favor of the principle 
of the bill, saying that it prevents 
wholesale commission reductions in 
the guise of rate changes, but that 
organization opposes specific mention 
of commissions in this or any other 
legislation. 


Plan Test Of Law 


Noting that the superintendent has 
not interpreted the application and ef- 
fects of the freedom of contract law 
in a specific filing, H. Clay Johnson, 
executive vice-president of Royal- 
Globe, told the legislative committee 
that a new homeowners is being pre- 
pared by New York Fire Insurance 
Rating Organization that will require 
such an interpretation. It will be filed 
within a week or so, he said. 

Arthur L. Schwab of Staten Island, 
representing New York State Assn. 
of Insurance Agents and the Brokers 
Assns. Joint Council, pointed out in 
his testimony that the freedom of con- 

(CONTINUED ON PAGE 32) 























At the annual convention of Colorado Insurors Assn., William Galyardt, Fort 
Collins, newly elected president of the association, accepts the gavel of office 
from Commissioner Beery of Colorado. Other new officers shown are, from 
left, Gerard TeBockhorst, Denver, treasurer, and Charles Lott, Greeley, sec- 
retary. (Story on page 2.) 








Md. Agents Oppose 
Fictitious Fleet, 
Ask Rate Conference 


Maryland Assn. of Insurance Agents, 
at its 25th annual meeting held in 
Baltimore, elected James H. Gorges of 
Baltimore, retiring president, chairman 
William F. Burkley of Elkton president, 
F. Addison Fowler of Baltimore ex- 
ecutive vice-president, Morris B. Bass- 
ford of Hagerstown state national di- 
rector, Glenn A. Main Jr. of Frederick 
secretary, H. Riall Jackson of Balti- 
more treasurer, and Robert C. Bock 
executive secretary. 

Noting that a specific case involv- 
ing fictitious groups recently has con- 
sumed tremendous time and effort of 
the insurance department, one reso- 
lution asked the department to scruti- 
nize any filings which encourage fic- 
titious groups and to disapprove them. 
Want Consultation 


Another resolution urged Maryland 
Fire Underwriters Rating Bureau to 
resume voluntary discussions of new 
rules and forms with the association. 
This was of great value to all inter- 
ested parties before it was discontin- 
ued, the resolution observed. Copies 
of the resolution are going to the rating 
bureau and Inter-Regional Insurance 
Conference. 

Clifton E. Luber, director of the 
state’s department of driver licensing, 
spoke on the problems the department 
is having with agents who make a 
concurrent filing of both SR-22 and a 
cancellation notice for the SR-22. No 
member of the association has been a 
party to this problem, he said. There 
are a few unscrupulous producers 
whose unethical practices are causing 
confusion, misunderstanding and re- 
sentment toward the business, he 
declared. 

The administrative problem results 
when the SR-22 is received, the li- 
censee reinstated, and the license re- 
issued. In the next mail, usually within 
two days, a cancellation notice is re- 
ceived and the license department 
must suspend the license. Upon receipt 
of suspension notice, the licensee con- 
tacts the department and questions the 
suspension 
Don’t Believe It 


Upon being advised that the SR-22 
has been cancelled, the licensee acts 
astonished, confused and refuses to be- 
lieve the department’s action is correct. 
It is difficult to convince them that the 
insurance has been cancelled. They 
contend that the insurance was can- 
celled without reason, and they be- 
come reluctant to return their driving 
license. Often this disbelief and fail- 
ure to surrender the license results in 
in apprehension and conviction of op- 
erating on a suspended license. 

The department can only reassure 
the complaimant that the suspension 
has been properly imposed, the license 
must be returned, and any complaint 
regarding cancellation without notice 
be referred to the insurance commis- 
sioner, he said. The public suffers un- 
necessarily since insurance filings and 
cancellations appear on the driving 
record and an otherwise brief record 
becomes a lengthy record and appears 
bad merely because of repeated can- 
cellations. 


RBH Names Two V-Ps 


John A. Howell and W. Frazer Gunn 
have been elected vice-presidents of 
Rollins Burdick Hunter Co. at the head 
office in Chicago. 


HieNATIONAL UNDERWRITER 


Colorado Agents Enjoy Lively 
Meet, Name Galyardt President 


By JAY KOBLER 


Predicted snows obligingly held off 
and permitted a record crowd of 429 
to enjoy the Colorado Insurors Assn. 
annual in sun-drenched elegance at 
The Broadmoor in Colorado Springs. 
The splendor of the surroundings was 
reflected in a splendid meeting, which 
many agents agreed was the best in 
the association’s 30-year history. 

Agents took a hard look at company- 
producer relationships, visited a trade 
fair featuring exhibits of 32 business 
and insurance organizations, elected 
William Galyardt, Fort Collins, their 
new president, and named Walker A. 
Garrott, Denver, Colorado insuror of 
the year. 

Other officers are William Kersten, 
Denver, vice-president; Charles Lott, 
Greeley, secretary; Gerard TeBock- 
horst, Denver, treasurer; Maurice 
Baker, Colorado Springs, state national 
director; John Mergen, Denver, chair- 
man Rocky Mountain territorial con- 
ference company contact committee, 
and James Kellett, Denver, retiring 
president, alternate state national di- 
rector. New directors are Donald Bee- 
son, Boulder; Ernest Abramson, Den- 
ver; Ross Darnell, Grand Junction, and 
Patrick Vigil, Antonito. 

The tone for the meeting was set at 
a high pitch in a hard-hitting talk by 
Morton V. V. White, Allentown, Pa., 
NAIA federal affairs committee chair- 
man. Mr. White, who called his ad- 
dress “Seeing Ourselves As Others See 
Us,” made an incisive and critical ex- 
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covers — general liability, 
aviation, fire and specialty 
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realistic quotations. 
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amination of the shaky complex of 
agency-producer-U. S. government re- 
lations. This talk is reported elsewhere 
in THE NATIONAL UNDERWRITER. 

Another convention highlight was a 
no-holds-barred debate on the pro- 
position: Be it resolved that personal 
lines direct billing is desirable for and 
should be used by the independent 
agents. The referee, as the moderator 
was appropriately called, was Bret 
Kelly, secretary-treasurer Steel City 
Investment Co., Pueblo. Battling on 
the affirmative side were Howard Hut- 
son, Denver, and William M. Weir, 
agency supervisor at Denver for Aetna 
Casualty. Their opponents were Joseph 
H. Silversmith, Denver, and Maurice 
Baker. 

Mr. Weir led off with the contention 
that agents often regard the market 
as static. In fact, he said, an increase 
in population and automobiles, a shift 
to the suburbs, and a growth in mul- 
tiple car ownerships have broadened 
the market, but the agent share in it 
has declined. Mass merchandising is 
the solution, he believes. He pointed 
out that five of the seven leading 
writers in Colorado are using direct 
billed, continuous policies. It doesn’t 
matter whether companies or agents 
like direct billing, Mr. Weir said, as 
long as insured do. 

Mr. Baker countered with a play 
on Mark Antony’s speech, saying that 
he was “here to bury direct billing, 
not to praise it.” Otherwise, he main- 
tained, direct billing will bury the 

(CONTINUED ON PAGE 15) 


A one-policy, single 
premium contract—simple 

to understand and to sell— 
covering all real and personal 
property, U&O, plus fringe cover- 

ages, on an all-risk, replace- 

ment cost, or insurable 
value basis. 


.. these are the basic ingredients of 
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Fire Losses Down 
5% For Sept., Up 
8% In Nine Months 


Fire losses in the U. S. during 
September amounted to $76,976,000, 
according to the National Board. 
This is a decrease of 5.9% from Sep- 
tember, 1960. For the first nine months 
the total was $896,739,000, an increase 
of 8.2% over the first nine months of 
1960. 

Losses by the month for the last 
three years (000 omitted) are: 


January $117,252 $ 92,949 $112,983 
February 116,606 96,782 8,120 
March 109,222 116,365 99,610 
April 95,486 98,106 90,689 
May 93,103 86,940 81,597 
June 103,348 82,829 77,867 
July 3,113 82,998 2,334 
August 91,633 90,037 74,660 
September 76,976 81,845 83,027 
TOTAL 16,739 $828,851 $800,887 


McHugh Departure Will 
Have Effect On Senate 


Insurance Investigation 

Departure of Donald P. McHugh 
from his position as chief counsel and 
staff director of the anti-trust and 
monopoly subcommittee of the Senate 
judiciary committee to join State Farm 
Mutual Auto as vice-president (legal) 
will have a definite effect on the im- 
mediate future insurance activities of 
the sub-committee. Mr. McHugh has 
been guiding the hearings. He did the 
spadework and prepared the line of 
questions for Sen. O’Mahoney of Wy- 
oming and later for Sen. Kefauver. 
He was slated to do the same for 
Sen. Dodd. 

What course the subcommittee will 
take naturally depends largely on who 
is chosen as Mr. McHugh’s successor. 
But whoever it is, some time will 
have to be allowed for orientation. 
The new man may not be eager to go 
into the fields Mr. McHugh had 
mapped out. Alien insurers and the 
regulation of them, and bonding in- 
surance were next on the agenda. 
There certainly will be a delay in the 
planned schedule. 

Mr. McHugh will begin his duties 
with State Farm Oct. 30. He is a cum 
laude graduate of Bucknell Univer- 
sity and he received his LL.B. from 
Georgetown University. He began his 
government career in 1943 in the for- 
eign funds control division of the 
Treasury Department. The following 
year he entered the anti-trust divi- 
sion of the Department of Justice as 
assistant chief of the trial section and 
as special assistant to the attorney 
general. He remained in the post un- 
til 1953 when he entered private 
law practice in Washington. In 1955, 
Mr. McHugh began advisory work for 
the anti-trust and monopoly subcom- 
mittee and the following year became 
chief counsel and staff director. 


AFIA Legion Elects 


Archibald Cubbin was elected pres- 
ident of American Foreign Insurance 
Assn. Legion, AFIA’s 25 year club, 
at the annual meeting in New York. 
Other officers are George J. Cohan, 
vice-president, Emma Christofer, sec- 
retary, and Theodore B. Deems, treas- 
urer. Continent vice-presidents are 
Gobordhan O. Adhaya, Calcutta, Allan 
F. Y. Love, Brisbane, Rubem Motta, 
Rio de Janeiro, and Olga Sleskine, 
Paris. The legion now has 72 members, 
22 at New York and 50 in branches 
throughout the world. Fifteen have 
served more than 35 years and three 
more than 40 years. 
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WE INSURE THE PRICELESS, TOO! 


At last, one of the world’s rarest collections of art 
treasures was together under one roof. Behind the 
opening of the National Gallery of Art in Washing- 
ton, D.C., lay many years of intensive planning... 
huge expenditures. 

During this period, National Union Insurance 


Companies provided the competent underwriting 
personnel and insurance protection essential to the 
successful completion of the project. 

The entire insurance program was designed and 
sold by Independent Agents, typical of the outstand- 
ing professionals who represent National Union. 


National Union Insurance Companies 


Pittsburgh, Pa. 


Casualty - Fire - Inland Marine - Ocean Marine 











Phoenix Of London 
Has Southern Unit 


Phoenix of London has opened a 
southern division at 760 West Peach- 
tree Street, N.W., Atlanta. The new 
unit will supervise on an autonomous 
basis production, underwriting and 
claims for Alabama, Florida, Georgia 
and the Carolinas, all previously part 
of the eastern division. Former south- 
western department business in Ark- 
ansas, Louisiana, Mississippi, New 
Mexico, Oklahoma and Texas will also 
be handled by the new division. 

W. Kyle Leonard, vice-president and 
former southeastern branch manager, 
will be in charge of the southern 
division. Assisting him will be Robert 
L. Mitchell, production manager; Ed- 
win J. Hay, fire manager, and J. Karl 
Rogers, claims manager. Mr. Mitchell 
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was formerly agency supervisor in the 
southeastern branch. Mr. Hay and 
Mr. Rogers were fire and claims man- 
ager, respectively, in the southwest- 
ern department. 

The Dallas branch will retain full 
branch status, providing underwriting, 
liaison and other service facilities. The 
office will continue under the super- 
vision of R. Allen Hickman, vice- 
president, assisted by Myron D. Kin- 
ney and Fredrick May. 

The status of other field and serv- 
ice offices in the newly constituted 
southern division territory will re- 
main unchanged. 

Government Employees is opening 
Nov. 1 in San Francisco an office to 
provide claim service and sales facili- 
ties for auto, life, health, fire, boat- 
owners and personal liability. M. D. 
Knight III will be manager. 
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Natl. Bureau Files 
Non-Can Plan In Md. 


National Bureau has filed its non- 
cancellation plan for private passenger 
automobile liability in Maryland. If ap- 
proved—and commissioner Sears has 
indicated a favorable attitude—the 
plan would become effective Jan. 1. 
The plan is substantially similar to the 
one the bureau has had in effect for 
some time in New York state. The pro- 
posal for Maryland does not contain 
the requirement of 45 day notice of in- 
tent not to renew and there are minor 
differences in the reasons for cancella- 
tion which reflect differences in the 
Maryland laws. 

Unless the company issues a notice 
of cancellation within 60 days after the 
effective date of the policy issued to a 
new insured, it may cancel only for 
specific reasons. These include non- 
payment of premium, fraudulent mis- 
representation in obtaining insurance, 
violation of policy terms or conditions, 
and failure to comply with the law re- 
quiring periodic inspection of the auto- 
mobile. 

Also, committing acts resulting in 
suspension or revocation of driver’s 
license, conviction of or forfeiture of 
bail for three or more violations, com- 
mitted within 18 months, of ordinance 
or regulation, speed, and conviction of 
or forfeiture of bail for a felony, homi- 
cide or assault arising out of the car’s 
operation, operating the car while 
intoxicated or disabled by use of drugs, 
leaving the scene of an accident, motor 
vehicle theft, or making false state- 
ments in the application for driver’s 
license. 


Protest College's 
Abandonment of Its 
Traffic Safety Center 


Vigorous protest at the abandon- 
ment of the traffic safety center at 
Michigan State University and reduc- 
tion in the driver training program 
was voiced at a meeting of the uni- 
versity’s board of trustees. 

Appearing before the board were 
W. J. Smale, vice-president Michigan 
Mutual Liability; Walter Eaton, exec- 
utive secretary Inter-Industry High- 
way Safety Foundation; Gilbert Haley, 
executive vice-president Michigan 
Automobile Dealers Assn., and J. Ma- 
son, president Hodge Auto Sales, De- 
troit. 


College’s Reasons 


Due to retrenchments based on al- 
legedly inadequate legislative appro- 
priations, the university closed out 
operations of the center and virtually 
halted the state’s extensive training 
program for high school driver train- 
ing instructors. Gordon Sheehe, for- 
mer director of the center, has been 
shifted to the continuing education de- 
partment and Leslie Silvernail, who 
headed the driver training program 
and formerly was executive secretary 
of Inter-Industry Highway Safety 
Foundation, has been transferred to 
the college of education. Three staff 
members who helped operate the cen- 
ter have been dropped entirely. 

Trustees contended that the pio- 
neering driver training program is no 
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longer so acutely needed because 
smaller colleges throughout the state 
have taken over much of the burden 
of training instructors. 

The industry group cited past sup- 
port, including important subsidies 
from automotive and insurance sources 
of the safety projects and urged their 
re-establishment as soon as possible. 
They contended that lack of top lead- 
ership in the driving training program, 
particularly, would be likely to lead to 
lower standards generally and inad- 
equate instruction of youthful driver 
license applicants who now must com- 
plete a course before they are granted 
permits. 


Conn. Agents Ready 
For Annual Rally 


The program has been completed for 
the annual convention at the Statler- 
Hilton in Hartford of Connecticut Assn. 
of Insurance Agents. After greetings 
from other insurance organizations, 
Rutherford G. Huizinga of Stamford, 
president, will give the report of the 
administration, and William H. Wiley 
will present the executive secretary’s 
report. The meeting will be held Nov. 2. 

Valmore H. Forcier, advertising co- 
ordinator of NAIA and a past pres- 
ident of the Connecticut association, 
will discuss the 1962 NAIA advertising 
campaign, and Frank O. H. Williams, 
senior vice-president of Connecticut 
General Life, will talk on “Let’s Start 
Selling Again.” 

After a local board officers luncheon, 
the afternoon session will start off with 
greetings from the insurance depart- 
ment by Commissioner Alfred N. 
Premo. Robert W. Strain, NAIA ex- 
ecutive secretary, will discuss the chal- 
lenges of the day. 

A panel on salesmanship will con- 
sist of local agents, Stephen S. Day of 
Broad Brook, Harold C. Dunn of 
Bridgeport, Donald R. Paisley of New 
Milford, and Ernest W. Weiman of New 
Haven. 

Charles J. Zimmerman, president of 
Connecticut Mutual Life, will discuss 
the ingredients of sales. The Cowles 
attendance trophy and the North cup 
for local board achievement will be 
presented. 

At the annual banquet Mr. Strain 
will install the new officers. 


Lemon At Yakima For Allyn 

Ernest R. Lemon has been appointed 
manager at Yakima, Wash., for Frank 
Allyn Inc., Seattle adjusters. Mr. Lem- 
on will service south central and 
southeastern Washington with offices 
at 402 Miller Building. Initially an 
adjuster and branch claims manager 
with Allstate, Mr. Lemon later was 
west coast claim manager for Cravens, 
Dargan & Co. at San Francisco. Since 
1959 he has managed California offices 
for Morrell P. Totten & Co., and has 
operated his own independent adjust- 
ing organization. 

At Yakima, Mr. Lemon replaces 
Albert H. Brown, whose son, Peter, is 
the juvenile lead in the TV show 
“Lawman.” Mrs. Brown is an accom- 
plished TV program director. 

The Frank Allyn organization has 
offices throughout the state of Wash- 
ington. 
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HOW ALLSTATE CUTS DOWN THE COST 
OF TOP-QUALITY FLEET INSURANCE 





Were set up to pa 
claims by the cloc 






(instead of the calendar ) 


Allstate has built the largest full-time, 
salaried claims staff in the industry— 
4,800 people throughout the United 
States and Canada. Equally impor- 
tant, Allstate experts have the back- 
ground and experience to quickly and 
properly evaluate your claim. 


Allstate now has 260 claim centers 
(more coming) throughout the U.S. 
and Canada, and 29 strategically lo- 
cated regional headquarters offices 
linked together by the largest private 
wire teletype system in the insurance 
industry. 


By trying to settle claims fast, we 
are able to eliminate a lot of expen- 
sive correspondence and long-distance 
phone calls. We also reduce some of 
the. ‘‘ballooning’”’ demands that come 
from third parties when settlements 
are delayed. 


Centralized Service 


Allstate is ideally set up to help you 
streamline your Fleet insurance and 
save you money. Fleet insurance is 
centralized in our Special Accounts Di- 
vision, staffed by 200 people fully qual- 


Youre in good hands with 


ALLSTATE 
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“‘ON-THE-SPOT” CLAIM SERVICE. Alistate’s claims men never have their hands tied 
with home office red tape. We give them the authority, and they have the skill to handle claims 


in record time. 





ified in handling corporate insurance 
programs. 


We have a rating program that will 
fit your needs, even if you are now self- 
insured or considering self-insurance. 
Why not get all the facts in your case? 





How To Get Details 


Write, wire or phone Sales Department, 
Special Accounts Division, Allstate In- 
surance Companies, 8324 Skokie Blvd., 
Skokie, Ill. Phone: ORchard 5-2200 or 
COrnelia 7-7700. May we help you? 


(=) FLEET INSURANCE 








Broader Education 
Needed If Business 
Is To Meet Future 


NEW YORK—More than 300 at- 
tended the regional conferment exer- 
cises of Society of CPCU which were 
conducted at a luncheon here. The 
speaker, A. Leslie Leonard, dean of the 
school of Insurance Society of New 
York, described the public image of 
the fire and casualty insurance busi- 
ness as fuzzy and often unfavorable. 
He said there is a lack of study and 
research in the business; the business 
has failed to establish a satisfactory 
budget for education and training of 
new employes; and there is a lack of 
team approach to problems common 
to the business as a whole. 

Mr. Leonard then outlined some of 
the ways in which he believes the 
business can solve these problems. He 
emphasized that in spite of them, there 
are more things not wrong with the 
business than are. 

Rudolf S. Christiansen of American 


on... Buildings 


U&O 
Extra Expense 


Tailor-made basis. 


Balance of Perils. 


e Parasol. 





AND DOMESTIC 
MARKETS 





Personal Property 


Special Property Coverages on 


® Difference in Conditions or 


All-risk deductible coverage. 
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Reciprocal Insurers, president of the 
New York chapter of CPCU, presided, 
and Arthur Goerlich, president of In- 
surance Society of New York, pre- 
sented the diplomas to two dozen 
designees. Mr. Goerlich substituted for 
A. Hawthorne Criddle, Philadelphia 
agent and secretary of Society of 
CPCU who was prevented from attend- 
ing by illness. Henry Herman of Royal- 
Globe, past president of the New York 
chapter, was presented a plaque in 
honor of his services. 

The committee in charge of the af- 
fair consisted of Roderic O. Kreuser of 
the J. A. Munro reinsurance group, 
_chairman; Lawrence J. Butwin, broker, 
Wallace R. Smith of Inter-Regional 
Insurance Conference, and Milton R. 
Ulrich of Associated Aviation Under- 
writers. 

Mr. Leonard pointed out that the 
public’s image of the business makes 
it more difficult for those who deal 
with the public—agents, adjusters, and 
others—to do their work. It may ac- 
count in part for failure of the busi- 
ness to attract new recruits. 

The lack of study and research is 
frequently illustrated, he said. A pol- 

(CONTINUED ON PAGE 13) 


ALL RISK? 


Call or Write 


ILLINOIS R.B. JONES Inc. 


C. Reid Cloon 
Chairman 


Brauns Is Claims 
Head of Stuyvesant 


Robert J. Brauns has been appointed 
manager of the claims department of 
Stuyvesant. He has 
been with Ameri- 
can States as re- 
gional supervisor 
of BI claims and 
assistant general 
counsel. Prior to 
that he was super- 
intendent of the 
casualty division of 
American Automo- 
bile at the head of- 
fice in St. Louis. 
He has been in the 
business 25 years. 

A member of the Indiana and fed- 
eral bars, he received his CPCU desig- 
nation in 1952 and has taught insur- 
ance law at Washington University, 
St. Louis, and Indiana University ex- 
tension. 





Robert J. Brauns 


North America has elected Howard 
C. Petersen, president of Fidelity- 
Philadelphia Trust Co., a director. 








Jay W. Gleason, C.P.C.U. 
President 


EXCESS LIABILITY ANY NATURE ¢ FIRE AND ALLIED COVERAGES * OL&T, PRODUCTS AND ALL 

FORMS OF LIABILITY INSURANCE * MALPRACTICE LIABILITY * GROUP ACCIDENT & SICKNESS 

OVER-AGE PERSONAL ACCIDENT * EXCESS MOTOR TRUCK CARGO « INLAND MARINE 
REINSURANCE 


175 West Jackson Boulevard + Chicago 4, Illinois « 


Teletype: CG 1301 


WaAbash 2-8544 
Cable: JONESSON-CHICAGO 
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Sales Film Stresses 
All Lines Protection 


An educational film illustrating the 
need for various personal lines of in- 
surance has been developed for life 
and property-casualty agents who do 
account selling or who want to do it. 

Containing no company advertising, 
either direct or indirect, the 14-minute 
color sound slidefilm explains life in- 
surance needs in a conversational style 
—then covers casualty, A&S, fire, 
theft, homeowners, and automobile. 
Designed for showing by agents in the 
homes of prospects, it gives a picture 
of what a well-planned personal in- 
surance program should include. 

The film is titled ‘Planned Protec- 
tion.” It was developed in recognition 
of the trend toward account selling. 
Sound films have been demonstrated 
to be a most effective and convincing 
educational medium. In actual sales 
work, the sound slidefilm, shown on a 
flip-top projector, has been used for a 
number of years with great success in 
the life field. 


Film Holds Interest 


It has been the experience of life 
agents that persons who would not 
ordinarily sit still for a 14-minute ex- 
planation of insurance will watch a 
14-minute film on the subject with 
interest and concentration. Life men 
have also found that prospects are 
more receptive to a telephone offer of a 
film showing than to a telephone re- 
quest for an ordinary interview. Once 
the film has started, there is no op- 
portunity for interruption or distrac- 
tion; nor is any important point over- 
looked, forgotten, or slighted, as may 
be the case in a personal presentation. 

“Planned Protection” presents in- 
surance as a necessary part of today’s 
living, but it puts emphasis on the 
need of proper planning and on the 
importance of the local agent in pro- 
viding competent advice and assist- 
ance. 

The concluding sequence introduces 
a simplified survey form which makes 
gaps or overlaps in coverage apparent. 
The film, survey forms, and an agents’ 
manual outlining the most effective 
way of making a presentation, are in- 
cluded in the “Planned Protection” 
package. Information is available from 
W.N. Kirshner & Associates, Board of 
Trade Building, Chicago 4, Il. 


Chicago CPCUs To Hold 


Two Forums And Lunch 


Chicago CPCU chapter will hold its 
annual forums and presentation lunch- 
eon honoring new CPCUs Nov. 13 at 
the LaSalle Hotel. Fred J. Dugle, 4750 
North Sheridan Road, Chicago 40, is 
chairman of the event. The morning 
forum will be on the apartment house 
form-bureau edition and will be stud- 
ied from both the fire and casualty 
viewpoint. The afternoon session will 
be on insurance problems of the gen- 
eral contractor, with emphasis on the 
contractual endorsement of the com- 
prehensive general liability policy and 
other aspects of the policy pertaining 
to contractors. 


New York Public Insurance Adjust- 
ers Assn. has incorporated and has 
elected these officers: President, Jer- 
ome Marshall; vice-president, Irving 
Sapperstein; treasurer, Jerome Cham- 
lin; and secretary, Edwin H. Hochberg. 
The directors are the officers and Paul 
Guttman, Joseph Hochberg, Martin 
Dietz, Harry Steckler, and Nathaniel 
Abrams. The new organization is com- 
posed of public adjusters in the met- 
ropolitan New York area. 
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By CHARLES E. LAWSON 
Manager Crop Hail Division 
Farmers Mutual Reinsurance Co. 


The crying need in the crop hail in- 
surance industry is for uniformity in 
the adjusting of crop hail claims. The 
difference among companies in policy 
provisions, premium rates, commissions 
paid to agents, and office procedures 
should not be a source of worry, for 
these problems may concern individu- 
al companies, but collectively they are 
important only to a small degree. The 
problem that confronts the industry is 
lack of uniformity in adjusting. The 
term “adjusting” includes all the sit- 
uations that arise out of relations with 
our insured regarding claims. 

It is evident in a state such as Iowa 
and in other states where the incidence 
of hail is moderate to severe that many 
companies have been successful in 
writing crop hail risks. Many others 
have not been successful and are no 
longer offering crop hail coverage. 
Some companies offer the coverage as 
an additional line in their multiple 
line programs and seemingly do not ex- 
pect crop hail to be financially sound. 
In such a risky business, is there room 
for the “gift” settlement, the horse- 
trading adjuster, payments for wind 
damage, “public relations” settlements, 
and settlements made to keep the 
agent, the insured, or anyone else 
happy? Such settlements do not help 
to create uniformity; they destroy uni- 
formity. 

For just a moment imagine that you 
are an insured who has suffered a hail 
loss. You are a reasonable person; a 
nearly equitable settlement of your 
claim will not leave you in an unhappy 
frame of mind. You are a tenant on a 
farm. You carry your insurance with 
Company A and your landlord is carry- 


III In Ad Program To Tell 


Editors Of Insurance News 


Property and casualty insurance is 
the topic of a 12-page advertisement 
appearing in three magazines published 
for journalists. The ad highlights an 
Insurance Information Institute pro- 
gram designed to bring to the attention 
of editors the many possibilities that 
exist for feature and news stories on 
current developments in the insurance 
business. 

Entitled “Report to the Editors,” the 
advertisement appears in the Oct. 14 
issue of Editor & Publisher and the 
October issue of American Press and 
will appear in the November issue of 
National Publisher. Prepared in insert 
form, the pre-printed offset ad is also 
to be used as a self-contained brochure. 
In this form it will be used as a mail- 
ing piece to selected editors, magazine 
writers, columnists, students and in- 
structors in journalism classes, and 
public relations directors. 

The insert sets forth the news mak- 
ing potentials of insurance for the gen- 
eral news department, the women’s 
page, the business editor, the farm ed- 
itor, and the school editor. A memo 
reminds the editor that he may obtain 
full texts of stories from III, along 
with the fact sheets and other mate- 
rial, including the recently published 
Statistical Yearbook. 

On the back cover of the advertise- 
ment, III offers to send to editors re- 
leases and background data concern- 
ing 30 aspects of property and casual- 
ty insurance. 
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Lack Of Uniformity In Crop-Hail 
Adjustments Creates Real Problem 


ing his insurance with Company B. 
Your landlord’s adjuster arrives on 
your farm and you accompany him on 
inspection of the fields. The adjuster 
advises that the damage averages 25%. 
The landlord, who is also a reasonable 
person, signs the settlement form for 
25%. 

Three days later your adjuster ar- 


rives and you accompany him on his 
inspection of the damaged crops. He 
reports to you that there is an average 
loss of 10% Human nature being 
what it is, you are certain that a mis- 
take has been made and certainly your 
adjuster is at fault since he found the 
lesser percentage of damage. 
Everyone in the crop hail business 
knows some of the problems that arise 
from such a situation. Insured and 
non-insured discuss at great length 
the lack of ability of adjusters and the 
inequities of crop hail insurers. One 
thing is evident—someone made a mis- 


7 


take. The adjuster who paid the lesser 
amount may or may not be correct in 
his analysis of the loss. It makes little 
difference, for the damage to the hail 
insurance industry is done. 


Statements That Haunt 


Sometimes adjusters make state- 
ments to claimants that return to 
haunt other adjusters. These state- 
ments can be termed misinformation. 
Do you recognize any of these state- 
ments attributed to various adjusters? 

“Those little spots on the stalk will 


(CONTINUED ON PAGE 30) 
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Apartment House Test-Checks, 
invitations and production kit 
help you cultivate prospects anc 
close sales. Contact the 
field representative nearest you, 
| or write Sales Departntent 110 
Ma William St., N. Y. 38, N. Y. 


_ The SPECIAL 
APARTMENT HOUSE 


© @ @ Comprehensive 


protection at a premium saving! Another superior 
surance package meets a large market head-on with 
agents equipped to take full advantage of the 
opportunity. Broadened property coverage, liability and 
rental income provisions plus the economy of insurance 
packaging add up to a major marketing advance. 
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UNITED STATES FIRE INSURANCE CO. 
THE NORTH RIVER INSURANCE CO. 
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Kansas Agents Elect Bacon President; 
Reaffirm Stand vs No Prior Approval 


WICHITA—Kansas Assn. of Insur- 
ance Agents met here early last week 
amid the splendors of Indian Summer 
and elected Preston M. Bacon, Newton, 
president. He succeeds Burton K. El- 
der Jr., Elkhart. 

Other new officers of the association 
are John Prechtel, Wichita, president- 
elect; Donald Patton, Hutchinson, sec- 


retary, and Paul Tompkins, Topeka, 
treasurer. Paul C. Yankey Jr., Wichita, 
was named state national director. 
The highly capable Frank Dunkley 
continues as executive manager. 

More than 800 agents and wives 
registered, but not even this large 
number was a record for this associa- 
tion which is one of the top-drawing 


groups in the country. 

Among the resolutions passed was 
one which reaffirmed the association’s 
stand against no prior approval: 

“Whereas the rate making functions 
of bureaus and advisory organizations 
are essential to the orderly conduct of 
the insurance business; 


Boosts Gerber’s Subcommittee 


“And whereas Kansas Assn. of In- 
dependent Insurance Agents attaches 
great significance to the philosophy in 
the conclusions reached by the sub- 
committee to review fire and casualty 
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THE WESTERN FIRE 





The Western’s Special Service Station Policy is another 
example of The Western’s modern, up-to-the-minute 


packaging of coverages. Here, definitely, is a leader pol- 


may be included. 


Home Office. 


THE WESTERN COMPANIES 


THE WESTERN CASUALTY AND SURETY COMPANY 
INSURANCE COMPANY 
HOME OFFICE — FORT SCOTT, KANSAS 


... for complete service 


and complete coverage 


icy, a standout, competitive policy that gives Western 


Agents real selling ammunition. 


‘This little policy combines complete Crime and Liabil- 
ity protection in one policy at special package rates. 
Products (including completed operations) and Med- 
ical Payments are available on an optional basis and in 


most states Fire coverages on building and contents 


Yes, The Western always looks ahead. Western Agents 
are provided with “what it takes”, whether it be Service 
Station Insurance, 
other lines. Would you like to know more about the 


Western? Write our Production Department at the 


Homeowners, Automobile, or the 
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rating laws and regulations, the report 
of which was adopted by National 
Assn. of Insurance Commissioners fcl- 
lowing its series of hearings on rate 
regulation, and commends the position 
taken by that body; 

“Therefore let it be resolved that 
Kansas Assn. of Independent Insur- 
ance Agents commends and supports 
NAIC for its firm stand, supports the 
Kansas comissioner of insurance for 
his stand on state regulation of in- 
surance and reaffirms its stand in fa- 
vor of prior approval of insurance 
rates.” 

Maurice Herndon, federal liaison of- 
ficer for National Assn. of Insurance 
Agents, was on hand with some obser- 
vations. 

He said as an example of the mount- 
ing problems of big government and 
their effect on the insurance profes- 
sion is the present or planned con- 
struction of five atomic energy power 
plants. 

Mr. Herndon said a combined pool 
of the world’s private insurance com- 
panies is able to insure for liability an 
amount of only $67 million on these 
plants. Yet, government requirements 
call for a minimum of $500 million 
worth of liability coverage on a single 
atomic plant. 

“And this is only the beginning,” 
Mr. Herndon warned. “With the new 
discoveries and development of exotic 
fuels, such as atomic power, will 
come untold problems of coverage and 
organization for the private sector of 
our insurance economy.” 

A number of awards for service 
were made at the annual banquet, the 
feature award being made to Dean E. 
Matthews, Ashland. Mr. Matthews re- 
ceived the outstanding service award 

(CONTINUED ON PAGE 33) 





Minnick To Retire 


Homer H. Minnick, state agent for 
Commercial Union-North British 
group at Wichita, will retire from the 
business Nov. 1. 

Mr. Minnick entered the business 
with U.S.F.&G. at Kansas City as a 
safety engineer in 1926. He became a 
special agent for that company in 1929 
and in 1930 was transferred to Okla- 
homa where he was responsible for the 
eastern half of the state. In 1937 he 
became Kansas manager for Central 
Surety, which later merged into the 
Commercial Union group. 
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Review Commercial 
Packages At CPCU 
Detroit Conferment 


More than 200 were on hand for the 
Michigan Chapter of CPCU all industry 
conference in Detroit. A morning panel 
on commercial multi-peril packages 
preceded the conferment of the de- 
signation on 15 new CPCUs. 

Edwin S. Overman, dean of Ameri- 
can Institute, installed the designees 
and gave a short but forceful talk on 
the growing emergence of education 
as an important factor in the business. 
He cited the cessation of attacks on 
“eggheads” and other disparagement of 
those who are students and therefore 
valuable not only in the practice of 
the busiress but as theorists. 

Participating in the panel on com- 
mercial packages were Ronald Butler, 
assistant manager Michigan Inspection 
Bureau; W. J. Knox, associate manager 
of Continental-National’s fire, marine 
and multi-peril division, and Robert 
S. Anderson, General Underwriters 
Agency, Detroit, who was moderator. 


Underwriting Paramount 


Mr. Knox stressed that the packages 
must be sold on the basis of large 
groups of risks. He stressed that there 
will be some undesirable prospects 
among these groups and that com- 
panies will reject them on underwrit- 
ing considerations. He looks for devel- 
opment of more packages for classes 
ranging from dairy products to light 
metal workers, and more forms for 
service risks. 

In reply to a question, Mr. Anderson 
observed that there are savings result- 
ing from packages in the personal lines 
in policy writing agencies. There is 
some question about some commercial 
packages; the mechanics of rating may 
eat up the savings. It is a costly pro- 
cedure to review, resurvey and rewrite 
in mid-term, Mr. Anderson said, but 
perhaps this is to be expected in a 
transition period. 

Mr. Butler does not expect third 
party or crime coverage to be included 
under the industrial property policy 
but there is a possibility of such cover- 
age under commercial property forms. 


Trace Trends 


Mr. Knox thinks the companies are 
facing capacity problems realistically 
with regard to packages. The com- 
panies will negotiate facultative ar- 
rangments, he pointed out. 

An inquirer wanted to know if the 
motel package justifies a 25% discount. 
Mr. Butler said that so far as he knows 
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the rates have been set on the basis of 
statistical data. He stressed the im- 
portance of company underwriting. 

The point was raised that home- 
owners rates have gone down while 
separate components of the package 
have suffered rate increases. The panel 
was asked if this trend would extend 
into commercial packages. Mr. Ander- 
son thinks so. Lines left out of pack- 
ages—for one reason or another— 
will tend to take higher rates in some 
instances in his view. 

Attendance was swelled by a group 
which came over from the annual 
meeting of National Assn. of Mutual 
Insurance Agents, running simultane- 
ously in Detroit. 


Record Crowd For 
Tenn. Convention 


Advance registration for the annual 
convention of Insurors of Tennessee at 
the Andrew Jackson Hotel, Nashville, 
Oct. 29-31, is more than 600, which 
exceeds the association’s membership. 
Gov. Ellington, Mayor West, and Com- 
missioner Long will speak. 

Nine state association presidents or 
past presidents will appear on the pro- 
gram—Dave Johnson of Pensacola, 
Fla., H. W. Mullins of Rockford, IIL, 
I. A. Rosenbaum of Meridian, Miss., 
Frank McGlaughon and Russell Miles 
of Kingsport, Tenn., George Skipper of 
Jackson, Ala., S. H. Warner of Mem- 
phis, Archie M. Slawsby of Nashua, 
N. H., and Arch Northington of Clarks- 
ville, president of the Tennessee as- 
sociation. 

Also on the program are Maurice 
Herndon, head of NAIA’s Washington 
office, George Faunee III, president of 
Afco, Dr. Kenneth Black of Georgia 
State Teachers College, Arthur H. 
Blum of Rockaway Park, N. Y., W. C. 
Stockton, midwest insurance coordin- 
ator of IBM, Robert Burns of Ameri- 
can Agency Management Bureau, and 
Frank E. Schaffer of Doremus & Co., 
the NAIA advertising agency. In addi- 
tion, Hayne Hamilton of Arcade Ad- 
vertising Co., the Tennessee associa- 
tion’s advertising agency, will explain 
the state’s program for 1962. 

There will be a buffet Sunday even- 
ing and entertainment Tuesday even- 
ing. The ladies’ program includes a 
luncheon at which William E. Booth, 
vice-president of Cherokee, will be 
host. 

Warning that there have been li- 
cense violations, the legislative com- 
mittee of District of Columbia Assn, 
of Insurance Agents is preparing a de- 
tailed description of license require- 
ments for D.C., Maryland and Vir- 
ginia. 


Md. Casualty Raises 
Proom And Schmidt 


Maryland Casualty has advanced 
Burt C. Proom from assistant resident 
manager to resident manager at Phil- 
adelphia. Fred W. Schmidt has been 
named manager of the home office 
accident prevention department to suc- 
ceed the late Herbert W. Hoover. 

Mr. Proom joined the company in 
1950 and prior to his assignment to 
Philadelphia in 1959 had been assist- 
ant resident manager at Harrisburg 
for three years. He was previously 
manager of the bond department of 
that office. He is a director of In- 
surance Society of Philadelphia 

Mr. Schmidt joined the company in 
1954 as a safety engineer at Milwaukee. 
Since 1958, he has been supervisor of 
the boiler inspection and accident pre- 
vention department at Richmond, Va. 


Reynolds Is Elected 
Secretary Of C&éR 


Oklahoma has been added to the 
territory under the supervision of the 
Fort Worth office of Corroon & Rey- 
nolds. The complete supervisory and 
underwriting branch was established 
at Fort Worth a year ago under the 
director of James W. Reynolds. 

Mr. Reynolds now has been elected 
a secretary of the companies in the 
group. He has been with the organ- 
ization several years and has served as 


a supervisory field man in several 
states. 
Alexandria (La.) Insurance Ex- 


change has elected Thomas Turregano 
president to succeed B. G. Hunter. 
Other new officers are Maurice 
Thompson, vice-president, and Melvin 
A. Schonfeld, secretary-treasurer. 
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Call, Write or Wire CE 6-5313 
TWX CG 715 Cable Rockfound 


Chicago 3 











N-1187 
M.West—Fire Supervisor—$10,000. 
Age to 35. Require diversified Fire experi- 


ence, underwriting, light engineering or 
rating work. College degree mandatory. 


N-1188 
M.West—Jr. Fire Actuary—$10,000. 


Flexibility in employer's specifications— 
Prefer B.A. degree with math major or 
equivalent. Can consider engineering de- 
gree in lieu of math. Fluency and writing 
aptitude a requisite. Some commercial 
lines experience. 


N-1189 


W.Coast—Systems Supervisor—$9,000. 


Age to 38. College degree, minimum 6 
years insurance company Home Office sys- 
tems experience. 





M. WEST — HOME OFFICE TREATY 


REINSURANCE MANAGER — $16,000 





pays service charge, moving expenses, etc. 


N-1190 


A series of very legitimate circumstances has created a far above average opportunity for 
an individual capable of managing a Treaty Reinsurance Department. This opening offers a 
number of distinct advantages: (1) Affiliation with a nationally known company recognized 
for their progressiveness and production results. (2) A highly desirable Midwest City, popu- 
lation under 650,000. (3) Complete direction of Department. 


Company envisions man in 35-50 age bracket with a minimum of eight years specialization 
in treaty reinsurance field and a background of organization and administration. Company 





Confidential handling of all inquiries guaranteed. 


330 S. Wells 





Please refer to job number in responding. Write for ‘“‘HOW WE OPERATE”. No obligation to register. 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 


Chicago 64, Illinois 





PRODUCTION POSITIONS 


N-1191 

Pa. Fire Spec. Agent $8,500. 
N-1192 

Ariz. Multi. L. Spec. Agt. $8,000. 
N-1193 

Ind. Multi. L. Spec. Agt. $8,000. 
N-1194 

Mo. Fire State Agent $8,000. 
N-1195 

Ala. Multi. L. Spec. Agt. $7,500. 
N-1196 

Mont. Multi. L. Spec. Agt. $7,500. 
N-1197 

Neb. Casualty Spec. Agt. $7,500. 
N-1198 

Texas Jr. Cas. Spec. Agt. $7,000. 
N-1199 

Ohio Jr. Cas. Spec. Agt. $6,800. 
N-1200 

Kent. Jr. Cas. Spec. Agt. $6,500. 
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Management Doesn't 
Understand Field 


Problems, Agent Claims 

C. C. Laffer of the Brubacher & 
Laffer agency, Columbus, Ohio, writes: 

The pages of your magazine are 
filled with articles and reports of 
speeches by company executives con- 
cerning the problems confronting the 
insurance industry today. Most of them 
tell what the agents must do to sur- 
vive. Many of them show in them- 
selves what a large part of the trouble 
is, namely a surprising lack of under- 
standing by these men of the problems 
at the agency level, particularly the 
one man agencies that produce a large 
percentage of the personal business. A 
good example was the report of a re- 
cent speech by the president of one of 
the largest companies. 

He wonders “if it isn’t time for 
agents and their companies to quit 
deluding themselves into thinking they 
have a monopoly on quality and ser- 
vice.” The only thing wrong with that 
statement is that it is 25 years too late. 
At that time, many of us who were 
field men urged our companies to do 
something to combat the competition 
that was then beginning to make itself 
felt. We were laughed at and told that 
these fellows just couldn’t live on the 
rates they were charging. Now that 
this competition has become a major 
factor in the business, the first thing 
the companies do is to cut commis- 
sions. Next they bring out a variety of 
direct billing plans which tend to 
change the customer-agent relation- 
ship, from which it is only a short step 
to direct writing. Some companies 
have even bought agencies. And this 
speaker says “the companies are frus- 
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trated by the distrust of their agents.” 
Just what does he expect? 

He is reported to have said that they 
are “puzzled by agents’ opposition to 
any loosening up of rating laws” so 
companies could “move more rapidly 
in the swiftly changing market.” The 
business is so badly confused now that 
the companies themselves are all 
mixed up. The Ohio department ad- 
vises they have on file more than 75 
deviations on homeowners policies and 
that this changes almost daily. I have 
pending now a small claim under a 
homeowners 1 policy. An adjuster at 
General Adjustment Bureau told me 
he asked six other fellows and got six 
different answers. Consequently I 
wrote identical letters to four com- 
panies and received four different 
answers. As for the automobile busi- 
ness, just after the new safe driver 
rules in Ohio were announced, I fig- 
ured a two car risk and sent the com- 
putation to the company for approval. 
After we received that approval, we 
issued the policy and within a week 
received a letter from the same office 
asking how we figured it. The business 
does not need more packages and more 
frills for present packages. It does not 
need at least 54 different classifica- 
tions for passenger automobiles as we 
have now. It does need to take a long 
breath and clarify and simplify pres- 
ent policies, rates and procedures. It 
needs to review recent developments 
and see where they are going instead 
of running off in all directions as they 
have been doing for the past few years. 
If they don’t do this voluntarily, per- 
haps what we need is to tighten up the 
rating laws rather than to loosen them. 

Another company worry is “that 
they do not see the growth in agency 
ranks to keep up with the expanding 
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economy and provide for continuity.” 
Many agents also worry about this, 
particularly the continuity angle but 
they have had taken away from them 
the means of doing this by the recent 
cuts in commissions. Company train- 
ing programs are fine but they don’t 
provide bread and butter for the young 
agent’s table while he is learning. 


Notes Additional Details 


We are continually told that we 
must spend more time selling and less 
time in the office; also about the mar- 
velous electronic processing and book- 
keeping systems designed to cut op- 
erating costs. We wish we could spend 
more time selling and to help us out, 
one of our companies recently an- 
nounced such a new system and sent 
us a set of code numbers so we can 
code our business for them when re- 
porting it to make the system work. 
This is just a small example of the 
additional detail work being passed on 
to the agent. Never before in my 40 
years in the business has the mass of 
detail required from the agents been 
as great as it is now and it continues 
to increase. 

Agents are pretty much at the mercy 
of the companies. They must sell the 
policies the companies design at the 
rates the companies set and for the 
commissions they are willing to pay. 
They are well aware of the competi- 
tive situation that exists today be- 
cause they are on the firing line and 
meet it daily. The conscientious agent 
will seek for his customers the most 
suitable protection at a reasonable 
price in sound companies that will pay 
him reasonable commissions. Many 
bureau companies have been found 
lacking in some of these respects. As 
a result they are not getting their 
share of the new business in the ex- 
panding economy and should be con- 
cerned for the future of the agency 
system. This will continue as long as 
company executives show the same 
lack of understanding of the problems 
at the grass roots as many of their 
articles and speeches indicate. 


Mullendore Of American 
Advises On Crowd Safety 


Aulton D. Mullendore, assistant 
superintendent of American’s engin- 
eering division, spoke on “Safeguards 
for Big Crowds at Amusement Parks 
and Fairs” at the recent National 
Safety Congress in Chicago. American, 
through its affiliated Associated In- 
demnity, is the official liability in- 
surer of National Assn. of Amuse- 
ment Parks, Pools & Beaches. Mr. 
Mullendore appeared as_ representa- 
tive of the safety executive committee 
of the association. 

He pointed out the major causes of 
catastrophe and panic when crowds 
are gathered. As remedies, Mr. Mul- 
lendore advocated placing responsi- 
bility for public safety on an individ- 
ual or committee; securing help from 
public agencies and employing addi- 
tional help if necessary, and thorough 
safety checks prior to assemblies. 


Insurance Counselor For Cadillac 
Stuart E. Mekemson has joined Cad- 
illac Associates, Chicago, as an exec- 
utive counselor in the insurance divi- 
sion. He had been manager of the 
safety engineering department of La- 
Salle Casualty, Chicago, and before 
that for 11 years was a partner at 
Inspections Associates there. 


Temperance Insurance Exchange of 
Walla Walla, Wash., has changed its 
name to International Underwriters of 
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Chicago Adjusters 
Hear Sheele Describe 
IIC Trial Procedures 


Quick adjudication and a fair hear- 
ing are the aims of the Illinois Indus- 
trial Commission, Albert G. Scheele, 
secretary of the commission, assured 
Casualty Adjusters Assn. of Chicago 
at the October meeting. James F. Con- 
way, Maryland Casualty, association 
president, presided. The speaker was 
introduced by George J. Dufresne, 
Peoples Gas, Light & Coke Co., chair- 
man of the association. 

An accident victim is not interested 
in problems of adjustment, underwrit- 
ing and adjudication, Mr. Scheele 
pointed out. His interests are “medical 
care, milk and mortgage payments.” 
With a view to providing these as 
expeditiously as possible, the IIC has 


recently adopted several procedural 
practices: 
—Adjusters handling settlement 


contracts involving the state fund have 
been asked to file an additional copy 
with the commission. This saves the 
considerable expense to the commis- 
sion of large numbers of photostats. 

—To get cases heard efficiently, 
when a lawyer is assigned to a case 
already heard, appearance must be 
filed at the second setting. If it is not, 
at the third setting the lawyers’s state- 
ment that he has just been assigned 
to the case and is unacquainted with 
it will not be considered grounds for 
continuance. 

—When dismissal is filed without 
the signature of the petitioner, the 
filing will be sent back. This elimin- 
ates a large amount of red tape, total- 
ing about 1,000 letters a year. 

—Cases will be assigned to arbitra- 
tion beginning with the first person in 
line at 10:00 in the morning. 
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Higher salaries are raising the cost 
of hospital care, and this cost is re- 
flected in policy benefits and premi- 
ums, Henry Kutsch, administrator 
Ravenswood Hospital, Chicago, told 
members of Chicago A&H Assn. at the 
association’s first meeting this year. 
The speaker was introduced’ by 
Charles K. Coleman, Combined of Chi- 
cago, president of the association. 

The per diem cost of hospital care 
has increased about 300% in the last 
20 years, Mr. Kutsch reported, and of 
that amount 70% is due to salary in- 
creases. In 1940 nurses were earning 
$125 a month, in 1950, $250 and in 
1960, $370. By 1970, they will be earn- 
ing over $500 a month, he predicts. 


One Operation, 18 People 


Part of the increase has been 
caused by the growing complexity of 
medical treatments and _ techniques. 
Many operations today require as 
many as 18 people in the operating 
theater. The ratio of employes to pa- 
tients has risen in the last 10 years 
from 1.2 to 2.6. 

Mr. Kutsch mentioned that hospi- 
tals have traditionally been known as 
employers of sub-marginal personnel. 
Even today a hospital worker earns 
$70, against $90 earned by a laborer 
or desk worker performing work re- 
quiring similar skills. There are indi- 
cations, however, that salary expenses 
must rise, because “hospital employes 
are the involuntary subsidizers of 
medical care,” a position that they will 
no longer accept. In San Francisco 
and Milwaukee, for instance, hospital 
workers have unionized, and unioniza- 
tion means increased cost, Mr. Kutsch 
pointed out. 

He stressed that of the $23 per diem 
charged in most Chicago hospitals, 
only $6.90 is for room and board. The 
rest is related to special care and 
services—those, in fact, which involve 
hospital employes. 

Mr. Kutsch said that modern med- 
ical practices have influenced the 
length of stay in hospitals, and any 
assessment of costs should take this 
into account. The average length of 
stay today is 8.2 days. This compares 
with 11 days in 1950 and 12.5 days 
in 1940. An appendectomy, which in 
1940 necessitated a stay of 21 days, 
now only requires three. 

Mr. Kutsch described health insur- 
ance as having a highly dynamic 
growth potential. This potential, he 
suggested, can be used to combat the 
increasing cost of hospital care. He 
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Chicago A&H Men Hear Kutsch Tell How 
Hospital Costs Affect Benefits, Premiums 


made the following recommendations: 

—The emphasis in insuring health 
care should be on service indemnity 
rather than on a per diem benefit 
allowance. He wondered how far a 
per diem allowance of $10 a day can 
be stretched to cover a cost of $23 
a day. 

—The patient’s portion of hospital 


costs should be further reduced. Other- 
wise he has been underinsured. 

—There should be an increase in 
the assignment of benefits. Mr. Kutsch 
noted that many health insurers were 
tending toward more comprehensive 
benefits. He stressed the need for 
more major medical coverage in all 
levels of insurance. 

In support of these recommenda- 
tions, he pointed out that according 
to the most recent statistics, patients 
with Blue Cross coverage have 90% 
of their hospital bill paid, while those 
with a commercial coverage have only 


ll 


65% paid. There is some indication 
that this spread is being narrowed, he 
admitted. 


Overselling Occurs 


In some cases both commercial in- 
surers and Blue Cross have erred in 
overselling the patient, Mr. Kutsch 
contended. Many hospitals have uti- 
lization committees to assure that a 
patient is admitted only on the basis 
of need, and that he does not over- 
stay. There is a danger that an in- 
dividual may go to the hospital sim- 
ply because he has insurance. Another 
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“Reduced Overhead plus Increased Volume equals 
Greater Net Profit—this SAFECO formula has worked 
like a charm for us,” says agent A. N. Young, Jr., of 


“SAFECO’s electronic continuous system keeps our 
paper work down to a minimum, at the same time 
keeps premiums competitive. Results: Lower ex- 
penses, greater volume, bigger profits! 

“Actually, the same formula works with GEN- 
ERAL and LIFECO, too. Modern package products 
and effective sales aids cut selling time and effort 


A. N. Young, Jr., Audubon, New Jersey 


down, keep volume up. 
“Needless to say, with General Insurance Com- 
pany of America behind me, I feel confident of my 


future in the insurance business.” 
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An increasing number of independent agents, 
like Mr. Young, are finding the key to progress 
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looking for dynamic, aggressive agents. Inter- 
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frequently recurring attitude is: Put Mr. Kutsch believes that Blue Cross aged can only result in control of hos- 
Grandma in the hospital, we don’t and voluntary insurers have both pitals, Mr. Kutsch averred. 


He closed with a plea to health in- 
surers to cooperate in submitting such 
a proposal, and one that would ad- 
equately compensate for the rising cost 
of hospital salaries. 


shirked in the area of care for the 
aged. He asked why this insurance 
had not been written through already 
existing channels. It would behoove 
insurers to come forward with a com- 
prehensive plan, he said, if for no 
other reason than to sell the insurance 
to the government, which would then 
make it available to those unable to 
pay for it. This procedure would 
leave the individual free to choose 
his hosital, insurer, and doctor. Gov- 
ernment control of health care for the 


want to take care of her at home. 
Overselling may also result in dupli- 
cation of coverage. 


Suggests Cost Reduction 


Mr. Kutsch suggested that perhaps 
the operating costs of voluntary health 
insurers could be reduced. These usu- 
ally run about 18% for commercial 
companies, compared with about 4% 
for Blue Cross. The discrepancy would 
seem to indicate some unnecessary ex- 
pense, he said. 


Suggestions From The Floor 


In the lively question and answer 
session which succeeded Mr. Kutsch’s 
remarks, one member of his audience 
suggested that a program should be 
undertaken by hospitals to educate in- 
sured to the necessity of paying higher 











Our 65th Anniversary 


© Oldest and largest multiple line independent adjusting organ- 
ization of the State of New Jersey. The business was founded 
in 1896 by Mr. Bruckmann, Sr.’s partner. 

© William A. Bruckmann, Sr., adjusting losses for over 45 years, 
is past president of the Independent Adjusters Association of 
New Jersey. 

@ Members of the National Association of Independent Insurance 
Adjusters. 





@ Majority of the managers and officers are college graduates, 
majoring in insurance. Several have augmented their education 
with graduate courses. 


William A. Bruckmann, Sr. 
President 


William A. Bruckmann, Sr., President—received his initial training with the 
Continental Insurance Company and was subsequently Senior Adjuster with 
-the General Adjustment Bureau in Newark. In 1925 he resigned from the 
General Adjustment Bureau and joined an independent adjusting firm which 
had been in existence for 29 years. Upon the death of his partner the name 
of the firm was changed to William A. Bruckmann & Co., Inc. He is well 
versed in all lines; specializes in large fire losses involving book statements 
and business interruption. 


William A. Bruckmann, Jr., Sec’y-Treas.—graduated from the Insurance Com- 
pany of North America’s Special Agent Training Program; augmented with 
various insurance courses and law school. Joined the corporation in 1950 when 
he resigned from the Insurance Company of North America. 


James P. Spalding, Vice President—Several years training with Lane Alex- 
ander, independent adjuster prior to joining Mr. Bruckmann, Sr. and his 
partner in 1946. Conversant with all lines. 


William A. Bruckmann, Jr. 
Secretary-Treasurer 


James P. Spalding 
Vice President 


Fred M. Benjamin—manager at East Orange. Attended Insurance Society of ee 
New York for several years. Some of his 14 years adjusting claims were spent 
with Royal-Globe Group, New Amsterdam Casualty and American Casualty. 


on 


Thomas J. Gilmartin—manager at Morris Plains. Attended various General 
Adjustment Bureau schools. During 10 years with the GAB he was senior ad- 
juster at Morristown; supervised several storm operations. 


Joseph A. O’Hare—manager at Atlantic City. Various insurance schools, in- 
cluding adjusting courses at Rutgers University. Previously with Mark R. 
Decker Sons and Allied Adjusters, Inc. Extensive multiple line adjusting 
experience. 





Thomas J. Gilmartin 
Manager 
Morris Plains 


Fred M. Benjamin 
Manager 
Main Office—East Orange 


G. John Hanily—manager at Paramus. Several insurance courses at Insurance 
Society of New York and Newark Extension of Rutgers University. Initial 
a directly under Mr. Bruckmann, Sr.; 10 years experience in adjusting 
all lines. 


Leonard R. Zuchowski—manager at New Brunswick. Specialized in insurance 
at Rutgers and attended several insurance schools to augment his formal 
education. Part of his 15 years in the business includes experience with two 
major insurance companies and a large general agency. 


David A. Hoest—manager at Asbury Park. During eleven years with General 
Adjustment Bureau, studied in a number of their schools and became senior 
adjuster in their Asbury Park office. Broad experience adjusting large fire 
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premiums for a more comprehensive 
coverage. Mr. Kutsch agreed, but 
that such a program was the respon- 
sibility of doctors, rather than of 
hospitals or health insurers. In a sense, 
he said, ali hospital cost is the result 
of orders written by doctors, and they 
are likely to be more aware of all 
factors influencing this cost. Further, 
the doctor has a “captive audience” in 
his patients. They are more likely to 
trust him and accept his recommenda- 
tions about medical coverage. 

Another voice from the floor sug- 
gested that a comparison of Blue Cross 
with voluntary health insurance might 
not be valid. Health insurers are of- 
ten writing an individual tailored pol- 
icy, and this is bound to cost more 
‘than non-commercial insurance, he 
pointed out. Voluntary group health 
insurance, similar to the coverage 
written by Blue Cross, is also similar 
in cost. “People don’t walk in the door 
and buy insurance,” the questioner 
said. The difference in operating cost 
may be accounted for by the need on 
the part of voluntary insurers to em- 
ploy a sales force. 


North American Homeowner 
Merit Plan Eyed In Va. 


Following a hearing, state corpora- 


tion commission of Virginia took under | 
merit 


advisement North America’s 
rating plan for homeowners. It would 
allow a 10% reduction to insured with 
no claims in the previous 33 months. 

The proposal was submitted as a rate 
deviation and as a rule amendment 
which would permit use of the plan by 
other companies. Virginia Insurance 
Rating Bureau has opposed the plan. 
At the hearing, its counsel questioned 
North America executives. 

Markets Farmowners In Mich. 

Hastings Mutwal of Hastings, Mich., 
is selling a farmowners policy at a 
rate reduction for a package which the 
company says “combines virtually ev- 
ery insurable peril.” Prospects must 
meet qualifications as to care and 
maintenance of property and must ac- 
cept specific deductibles and exclu- 
sions. 

H. Ellsworth Miller, president of 
Maryland Casualty, has been elected 
an advisory director of Baltimore Na- 
tional Bank. 





COATS & 
BURCHARD 
COMPANY 


appraisers 













¢ Appraisals for correct 
insurance coverage and 
proof of loss 


e Der.eciation studies 
e Property ledgers 
















4413 RAVENSWOOD AVENUE + CHICAGO 40, ILLINOIS 
SERVICE—COAST TO COAST 


Said | 





Octok 


As. 


icy fo 
drawn 
failure 
about 
in the 
the ed 
ployes 
not al 
plan p 

The 
to div 
contes 
terest, 
exam 
use S 


List N 


As } 
needs 
public 
done ; 
he doe 
there. 
cation 
fully 
the bi 
derwr 





New 


Lou 
agents 
media 
reinsu 
tions 


vice-} 
electe 


No! 
Agent 
L. P. | 
vice-] 
seere' 











October 27, 1961 


HeNATIONAL UNDERWRITER 


Asks Broader Education To Meet Future 


(CONTINUED FROM PAGE 6) 

icy form is put out and then with- 
drawn. This is the cause also of the 
failure of the business to be realistic 
about its manpower needs, especially 
in the area of quality. In dealing with 
the education and training of new em- 
ployes, companies (and producers) do 
not always set up their objectives or 
plan properly. 

There is a tendency for the business 
to divide up into teams and have a 
contest over matters of common in- 
terest, the prior approval issue, for 
example. Proponents and opponents 
use strong language on each other. 


List Needs 


As Mr. “eonard sees it, the business 
needs to do a better job educating the 
public and its own practitioners. It has 
done a fair job of teaching skills but 
he doesn’t believe it can afford to stop 
there. The need is for a broad edu- 
cation and training to deal success- 
fully with the many problems facing 
the business. The need for better un- 
derwriting is obvious. The need for a 





New Louisville Agency 


Louisville Insurance Corp., acting as 
agents, brokers and reinsurance inter- 
mediaries for general insurance and 
reinsurance business, will begin opera- 
tions Nov. 1. The principal stockhold- 
ers are James W. Henning, president, 
and Henry E. Timmons, vice-president. 
Mary C. Doll will be treasurer and 
agency manager. 

Mr. Henning is withdrawing as a 
partner of the local agency of Henning, 
Van Zandt & Emerich, which will be 
known as Van Zandt & Emerich. He is 
a past president of Louisville Board 
of Insurance Agents. 

Mr. Timmons has since 1939 been 
state agent in Kentucky for Aetna 
Casualty. He is a past MLG of Ken- 
tucky Blue Goose and a past president 
of Kentucky Fire Underwriters Assn. 

Miss Doll has been office manager, 
underwriter and bookkeeper for 15 
years with Pfeiffer & Pfeiffer agency 
of Louisville. 

Beaumont Agents Elect 

Beaumont, Tex., Assn. of Insurance 
Agents has named R. O. Williams Jr. 
president and Franklin Williamson 
vice-president. Mary Stephens was re- 
elected executive secretary. 

Norwalk (Conn.) Assn. of Insurance 
Agents at its annual meeting elected 
L. P. Dennin president, Robert F. Jones 
vice-president, and Donald E. Martin 


seeretary-treasurer. 
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better public image is illustrated by 
the fact that during the 1961 legisla- 
tive season more bills dealt with in- 
surance than ever before. 

He noted the widespread, careless 
use of the term “professional” in ad- 
vertising, in speeches, and in other 
forms of communication. Yet he won- 
ders if the business is doing enough to 
give its personnel the knowledge, ed- 
ucation, and wisdom to do a profes- 
sional job. Are agents so much better 
educated today than they were two 
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[J Our Fieldman will help you 
map out a profit-filled route 
with Bonds. Ask him about our 
expanded Bond facilities 

and services and request 


LINE GROUP 


years ago that they can properly be 
called “professional?” Are license re- 
quirements that much higher than 
they were? Are company officials so 
much wiser that they can properly 
describe their organization as “profes- 
sional?” The CPCU movement is a step 
in the right direction but more is 
needed. 


Quality Personnel 
The business must attract quality 
personnel and educate and train them 


adequately to do a professional job. 
It may call for a close study of what 





/misCELLANEOUS 





13 


the public would like in the way of 
sellers of insurance. The public is be- 
coming more sophisticated in its buy- 
ing, which is not, he added, to be 
equated with price. 

The society, he said, is doing some 
things to meet some of these purposes. 
For example, it is broadening its cur- 
riculum to provide a college course in 
insurance. It will emphasize better 
communications, the need for which 
was never greater. The organization, 
company or producer, that has the 
best education and training program 
will win out, he believes. 


AM Signs Point to Bond Sales 


q 5 You can avoid the traffic jam of competition by promoting Bonds now. The road to Bond 
- profits is Much smoother and less crowded than in many other lines. 
: O Keep in touch with clients and prospects who need Bonds. Remember, many Bonds 
are required by law—License and Permit, Federal, Fiduciary, Lost Securities and, innumerous 
cases, Contract Bonds. Public Official and Court Bonds are frequently required by law, also. Se 
[] Don’t forget the growing market for Fidelity Bonds. Even those businesses that already ies 
have Fidelity Bonds are probably under-insured. Often, losses sustained far exceed coverage. 





Two recent examples: Finance Concern—loss $70,000; Bond coverage $30,000; loss to firm 
$40,000. Department Store—loss $105,000; Bond coverage $50,000; Joss to firm $55,000. 
(_] Miscellaneous Bonds, too, find a ready market when firms require Bond coverage that 
does not come under the usual classifications and has to be tailored to specific needs. 


- that he order promotional 


aids from our Advertising 
Department that will 

help you reach your sales 
destination faster. 
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PIPER COLT 


UNE MiiniED, 


In 1917 a Royal-Globe company had the vision to design and write 
America’s first aviation physical damage policy. 


With today’s U. S. civilian market comprising 111,580 aircraft, 
6,881 airports and 758,368 licensed pilots, Royal-Globe continues 
to lead, as an independent aviation underwriter specializing in 


industrial, business and pleasure aircraft. 


Royal-Globe has aviation special representatives spotted through- 
out the United States, ready to help Royal-Globe agents solicit and 
write aviation insurance. 


Is your “visibility unlimited?” 





GLOBE 


INSURANCE COMPANIES New York 38, New York 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA + NEWARK INSURANCE COMPANY + AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 
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Conventions 


Oct. 29-31, Tennessee agents, annual, Andrew 
Jackson Hotel, Nashville. 

Oct. 30-Nov. 1, California agents, annual, Bilt- 
more Hotel, Los Angeles. 
Nov. 2, Connecticut agents, 

Hilton Hotel, Hartford. 

Nov. 2-3, Nebraska agents, annual, Cornhusker 
Hotel, Lincoln. 

Nov. 5-7, Illinois agents, annual, Chase & Park 
Plaza Hotels, St. Louis, Mo. 

Nov. 8-10, American Management Assn., fall 
insurance conference, Drake Hotel, Chicago. 

Nov. 9-10, Central Claim Executives Assn., 
Lake Tower Motel, Chicago. 

Nov. 12-14, Kentucky agents, annual, Kentucky 
Hotel, Louisville. 

Nov. 12-15, Indiana agents, annual, Claypool 
Hotel, Indianapolis. 

Nov. 13-14, Illinois mutual 
Pere Marquette Hotel, Peoria. 

Nov. 13-15, Health Insurance Assn., individual 
insurance forum, Sheraton Hotel, Phila- 
delphia. 

Nov. 13-15, Mutual Insurance Technical Con- 
ference, Edgewater Beach Hotel, Chicago. 

Nov. 13-16, National Assn. of Independent In- 
surers, annual, Hotel Biltmore, Los Angeles. 

Nov. 15-17, Casualty Actuarial Society, annual, 
Palmer House, Chicago. 

Nov. 16-17, Conference of Mutual Casualty 
Companies, accounting & statistical, office 
metheds & personnel conference, Conrad 
Hilton Hotel, Chicago. 

Dec. 4-8, National Assn. of Insurance Commis- 
sioners, Adolphus Hotel, Dallas. 

Dec. 27-29, American Risk & Insurance Assn., 
annual, New York City. 


1962 


Jan. 31-Feb. 4, Federation of Insurance Coun- 
sel, midyear, Grand Bahama Hotel, Grand 
Bahama Island. 

Feb. 8-9, Conference of Mutual Casualty Com- 
panies, fire & inland marine, Conrad Hilton 
Hotel, Chicago. 

March 22-23, Conference of Mutual Casualty 
Companies, underwriting, Conrad Hilton 
Hotel, Chicago. 

May 3-4, Conference of Mutual Casualty Com- 
panies, claims, Conrad Hilton Hotel, Chicago. 

May 6-8, Alabama agents, annual, Admiral 
Semmes Hotel, Mobile. 

May 6-8, Iowa agents, annual, Hanford Hotel, 
Mason City. 

May 7-11, National Assn. of Independent Ad- 
justers, annual, Fontainebleau Hotel, Miami 
Beach. 

May 8, Assn. of Casualty & Surety Companies, 
New York City. 

May 17-18, Arkansas agents, Arlington Hotel, 
Hot Springs. 

May 21, National Assn. of Mutual Casualty 
Companies, annual, Edgewater Beach Hotel, 
Chicago. 

May 21-23, American Mutual Insurance Alli- 
ance, Edgewater Beach Hotel, Chicago. 

May 21-25, National Fire Protection Assn., 
Society of Fire Protection Engineers, and 
Fire Marshals Assn. of North America, an- 
nuals, Sheraton Hotel, Philadelphia. 

May 27-30, American Assn. of Managing Gen- 
eral Agents, annual, The Greenbrier, White 
Sulphur Springs, W. Va. 

May 30-June 1, Florida agents, annual, Fon- 
tainebleau Hotel, Miami Beach. 

June 3-6, Insurance Accounting & Statistical 
Assn., annual, Royal York Hotel, Toronto, 


annual, Statler- 


agents, annual, 


Canada. 
June 17-20, Conference of Mutual Casualty 
Companies, management, Jackson Lake 


Lodge, Jackson Hole, Wyoming. 
June 20-22, Georgia agents, annual, Corsair 
Motel, Jekyll Island, Ga. 


June 24-27, Insurance Advertising Conference, 
annual, The Lido Hotel, Long Beach, Long 
Island, New York. 


June 24-27, International Assn. of Health Un- 
derwriters, annual, Fountainebleau Hotel, 
Miami Beach. 


July 31-Aug. 3, Federation of Insurance Coun- 
sel, annual, Hotel Vancouver, Vancouver, 
B.C. 


Sept. 13-14, Conference of Mutual Casualty 
Companies, sales & agency, Conrad Hilton 
Hotel, Chicago. 


Sept. 16-19, Idaho agents, annual, Sun Valley 
Lodge, Sun Valley. 


Oct. 22-24 California agents, annual, Sheraton- 
Palace, San Francisco. 


Nov. 4-6, Illinois agents, annual, LaSalle Hotel, 
Chicago. 


Nov. 14-16, Casualty Actuarial Society, annual, 
Warwick Hotel, Philadelphia. 


Nov. 15-16, Conference of Mutual Casualty 
Companies, accounting & statistical, office 
methods & personnel, Conrad Hilton Hotel, 
Chicago. 


New Reinsurance Brokers 


Consultants & Intermediaries, a na- 
tional reinsurance brokerage, consul- 
tant and management organization, 
has been formed at 211 North Ervay, 
Dallas, by Ray K. Davis, who is presi- 
dent, and P. L. Hassinger, who is vice- 
president and secretary. They have 
had many years experience in the 
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direct and reinsurance fields. 

Consultants & Intermediaries main- 
tain world-wide markets for the plac- 
ing of reinsurance treaties and also 
offers consultation services covering 
all phases of insurance company op- 
erations. As manager of C&I Faculta- 
tive Reinsurance Pool, Consultants & 
Intermediaries provides facultative 
capacity to companies and general 
agents. C&I has binding authority in 
admitted markets for fire and allied 
lines, inland marine and automobile 
physical damage, with sizable capa- 
city on better classes of risks. 








QUESTIONS 


MMEADJUSTER 
MUST ASK HIMSEL 


1 Do the premises give off smoke 
odor NOW? 


2 Will walled areas contain and 
preserve odor? 


3 Will “odor traps” release odor in 
the future? 


Remember! ALL THREE are important, 
and the last two most of all. An adjusted 
claim can backfire—on the company—on 
the agent—if, months later, smoke odor 
reappears. 


Airkem SOS Smoke Odor Service does the 
complete job—gets rid of smoke odor now 
and forever. Employing formulations and 
techniques developed by one of the world’s 
largest odor research laboratories, Airkem 
technicians work quickly, surely. No trace 
of smoke odor remains in premises or 
furnishings. None will re-occur. 


SOS reduces the amount of the claim, 
hastens settlement, makes loss adjustment 
easier. Available throughout the U.S., 
Canada and most of the world. Write for 
information on how you can help your 
company, your policy-holders, yourself by 
calling Airkem SOS on the loss. 


New! Sound-film, ‘The Nose, Friend 
or Foe,” available for your meetings. 


AIRKEM 
a For a Healthier 
NE Environment through 


airkem 


Modern Chemistry 





AIRKEM, INC., 241 E. 44th St., New York 17, N.Y. 
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Colorado Agents Elect Galyardt President 


(CONTINUED FROM PAGE 2) 
agent. As proof of this, he listed sev- 
eral reasons advanced by companies 
in support of direct billing: 

—It will effect great economy. Yes, 
said Mr. Baker, but in order to achieve 
this economy the agent gives up 5% 
of his commission and 25% of his gross 
income. Further, while direct billing 
is economical at the agency level, it 
means the company is taking on more 
expense. 

—Direct billing will free the agent 
from records. The agent must keep re- 
cords, according to Mr. Baker. Other- 
wise he cannot keep track of his pre- 
miums, commissions and gross profit. 
IBM is not always accurate, so the 
agent mu.t have a counter-check. 


Freedom From Detail 


—Automation will free the agent 
from details. Mr. Baker contends that 
these details are a necessary part of 
the services to insured that agents 
provide. 

—Companies say that agents will 
own their expirations under direct bil- 
ling, but Mr. Baker doubts that an 
agent will find it easy to place an ac- 
count with another company after the 
first company has provided all the 
service. 

Agents will find it difficult to ser- 
vice their insured, he said, when they 
will have to sell twice as much in- 
surance to maintain their economic 
position. The companies want to “cut 
the fat’? out of rates, but it is the 
agent’s fat they will be cutting, he 
charged. The system should be called 
“not direct billing, but direct killing. 
.. the killing of the agency system.” 

Mr. Hutson replied vigorously for 
the affirmative, denying that com- 
panies are going to jettison agents. 
Most company advertising relating to 
direct billing, he pointed out, has tied 
in the independent agent. 

He believes that it is in the interest 
of insured to have mass marketing of 
insurance. The economic advantages of 
this system overweigh the advantages 
of personal service that agents may be 
able to offer without direct billing. 
Agents who “hustle” can regain any 
business they lose from direct billing 
and be in a more secure position than 
ever before, according to Mr. Hutson. 
He suggested that some agents who 
complain that they are tied to their 
desks yet resist direct billing may sim- 
ply be “comfortable not working.” 

While it may be true that an agent 
will always have to perform some 
bookkeeping, Mr. Hutson believes that 
the amount left after automation is 
small compared with the complex sy- 
stem nuyw used in many offices. 

The only contact eliminated by di- 
rect billing is the “one unpleasant 
contact”—billing, he said. Insured pays 
the company directly, and the agent 
becomes the man who drops in to make 
sure that full policy service is being 
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delivered and to check on insurance 
needs. 

Mr. Silversmith wound up the 
formal debate with a forceful and iro- 
nic presentation that many impartial 
observers felt demolished his oppo- 
nent’s arguments. He expressed shock 
and disappointment that the opposing 
team had seem fit to ignore the resolu- 
tion on which the debate was based. 
Direct billing cannot be “desirable for” 
or “used by” the independent agent, 
because under direct billing there will 
be no agent left, he asserted. 

He read a letter from a company to 
an insured terminating relations with 
an agent and pointing out to insured 
the advantages of dealing directly with 
the company. 

The frequent company contention 
that a declining market will cause ex- 
tinction of the agent is not born out by 
facts and figures, Mr. Silversmith said. 
While the agent’s percentage of the 
market has dropped 10% from 1935 to 
1960, his business has increased 9% 
times in that period. 

He further charged that an agent 
who accepted a 15% commission and 


let the company do the billing would 
not be placing himself in a “more com- 
petitive position.” Taking a wide range 
of commissions, he said, the average 
is 18.7%. He questioned whether a 3.7% 
reduction would be sufficient to pro- 
duce any change in the agent’s com- 
petitive position. In fact, he pointed 
out, Allstate has now lowered its 
commission to 8.6% and State Farm to 
2.05%. Mr. Silversmith predicts that 
direct writers, once they get their foot 
in the door, will continue to drop com- 
missions in an effort to become “com- 
petitive” until the agent is forced out 


15 


of existence. 

On a 20% commission, Mr. Silver- 
smith pointed out, 9.4% goes to man- 
agement .That share remains the same 
no matter what happens, so any re- 
duction comes from the agent’s profits. 

The formal debate was succeeded by 
a lively rebuttal session and an even 
livelier audience participation period. 
At one point a gentleman in the au- 
dience leapt to his feet and asked all 
those in the room who were using con- 
tinuous policies to stand. About one 
third of those present rose. Others 
tried to determine how many of these 
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were agents and how many agents 
were not using continuous policies. In 
the confusion and enthusiasm of the 
moment it was difficult for a casual 
bystander to come to any definite con- 
clusions. The important thing was that 
the debate did succeed in arousing 
dynamic interest in a vital subject— 
surely an objective of any successful 
convention. 

A calmer, but nonetheless interest- 
ing panel was one on how to analyze 
a company. Mr. Kersten, who was 
moderator for the session, described 
how significant information can be ex- 
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tracted from financial reports such as 
those published in Best’s or the Argus 
charts. 


Analyzes Company Statements 


Using “blind” five-year statements 
from two companies, one a large in- 
surer and one in a smaller category, 
Mr. Kersten showed how information 
can be cross-referred from ten factors: 
cash and U. S. bonds, other bonds, 
stocks, total admitted assets, policy- 
holders surplus, case loss reserves, un- 
earned premium, net premiums writ- 
ten, the ratio of loss incurred to pre- 


miums earned, and the ratio of ex- 
pense incurred to premiums written. 
From this interplay of information it 
is possible to determine size, growth, 
liquidity of assets, investment security, 
ratio of cash and liquid assets to case 
loss reserve and to unearned premium 
reserves, ratio of surplus to premiums 
written, and loss and expense ratios. 

George A. Heavers, Montrose, de- 
bated the relative advantages to the 
agent of carrying bureau or indepen- 
dent insurers. The choice must be 
made, he suggested, in the light of the 
field man’s changed position. The field 
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There’s nothing easy about coping with the various premium budget plans offered by a 
number of different insurance companies which you represent. 


Right at the start, Afco eliminates all the confusion of keeping track of the details of 
several plans. When you use Afco you do away with the different forms, instructions and 
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The one convenient package Afco gives you for all policies saves you time and trouble 
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man once had authority and could 
make decisions by which the company 
underwriter was forced to abide. To- 
day, Mr. Heavers said, the field man 
takes his orders from the underwriter. 

Because the over-all capacity situa- 
tion has been affected by adverse loss 
ratios, some independents today have 
better capacity than bureau companies, 
Mr. Heavers reported. The agent 
should also consider the bureau com- 
panies must protect their reinsurance 
treaties, and the drastic measures they 
take to do this may result in restrictive 
underwriting. 

In the end, Mr. Heavers said, the 
choice must be made by the individual 
agent in consideration of his category 
and needs. 


Considers Services 


Mr. Abramson considered analysis 
of companies with regard to services 
they provide to agents. He suggested 
that what an agent looks for in the 
companies he chooses comes under the 
general headings of integrity, satis- 
factory company policies, and long 
range planning. More specifically, he 
broke these down into ten areas of 
service that agents might consider: 

—Does the company provide a mar- 
ket broad enough to cover the classes 
that the agent is writing? 

—Is the company’s capacity as much 
as the agency can hold? 

—wWill the company negotiate con- 
cerning commissions? 

—lIs the claims service in the home 
office, or can the agent choose his own 
adjuster? If in the home office, does 
the company handle the claim itself 
or farm it out to someone who may be 
less satisfactory to the agent? 

—Will the agent have quick draft 
authority? 

—Does the company have a con- 
tingency arrangement? If so, do they 
want to lower the commission? 

—How often will the agent see the 
company’s field men? Are they well 
equipped and fully authorized? 

—How is the company’s inspection 
service operated? 

—How much authority does the 
home office branch manager have? 

—Does the company consider the 
agent a professional, or are they con- 
tented to deal with temporarily li- 
censed agents? 

Joseph F. Pells, Denver, moderated 
a panel analyzing insurance premium 
finance plans. Thurston H. Jenkins, 
Denver, covered bank agent plans; 
Edward L. Denton, executive vice- 
president Afco, described his com- 
pany’s program; Earl Greinitz of Colo- 
rado Insurance Service Co. discussed 
a typical local finance plan, and Nor- 
man V. Coleman, Colorado Springs, an- 
alyzed a typical company plan. 

Film On Ad Program 


Also featured at the convention 
was a film, introduced by Mr. TeBock- 
horst, that described NAIA’s adver- 
tising program for 1962. 

An innovation at the this year’s 
meeting was the trade fair. The 32 ex- 
hibits ran the range from company 
information booths, such as_ those 
maintained by Hartford group, Conn- 
ecticut Mutual Life and Employers 
Life, to a display of Christmas de- 
corations; from steno machines to bur- 
glar alarms. Especially impressive 
were the booths run by the Rocky 
Mountain chapter of CPCU and by the 
local General Adjustment Bureau, both 
of which featured a complete line of 
publications used and made available 
by these organizations. Several people 
seemed fascinated by the Auto-typist 
exhibit, demonstrating a machine the 
rattles off form letters automatically 
on an electric typewriter. 
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Morton White Takes 
Hard Look At Rates, 
Agents, Companies 


Insurance is the only business with 
so tremendous a public interest whose 
members are allowed to get together 
to fix rates. This situation has re- 
sulted in a U. S governmental atti- 
tude ranging from suspicion to hos- 
tility. The Senate anti-trust subcom- 
mittee undertook its recent investiga- 
tion with a preconceived notion that 
insurance competition had been stul- 
tified. A certain preconception was 
also apparent in the investigation that 
the lowest rate is the best rate for 
insured. 

These were the views expressed by 
Morton V. V. White, Allentown, Pa., 
federal affairs committee chairman of 
National Assn. of Independent Agents, 
in his talk at the annual meeting of 
the Colorado association. 

For the past several years, Mr. 
White said, the operating system has 
been that as long as the commissioners 
“keep their house in order,” the fed- 
eral government keeps hands off. Thus 
the NAIC has been thrust into a po- 
sition of growing importance. The 
commissioners are probably the best 
informed of anyone in the business 
on the total insurance picture, Mr. 
White asserted. Their own subcom- 
mittee, the Gerber committee there- 
fore undertook a rate and rate-making 
investigation. 


Different Investigatory Function 


Mr. White stressed that the two 
investigating groups were fulfilling 
quite different functions. The Senate 
was attempting to determine whether 
companies had “fallen into evil ways,” 
while NAIC was undertaking a “diag- 
nostic research into the physical con- 
dition of the patient.” 

After the Gerber committee had fin- 
ished its investigation but before the 
Senate group had, a meeting of as- 
sociations representing the majority 
of companies decided that the busi- 
ness should take its chances with no 
prior approval. Mr. White believes 
that many companies have misunder- 
stood the function of no prior ap- 
proval. These insurers seem to feel 
that deviation means a downward rate 
revision. Downward deviations have 
in fact not been difficult to obtain, 
he said. There were 10,000 in 1960. 
The difficulty has been in obtaining 
upward deviations. 

Several months ago, Mr. White re- 
ported, a meeting was arranged be- 
tween NAIA representatives and lead- 
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ing company executives. The agents 
all questioned the advisability of re- 
questing rate increases. 

The meeting had been arranged by 
a joint council for both groups, who 
suggested that each was looking at 
the problem from its own angle. The 
companies felt that fixed rates meant 
loss of market and government in- 
terference, while the agents main- 
tained that the companies had failed 
to ask for the aid of producers in 
communicating with commissioners 
and state representatives. Mr. White 
pointed out that many agents are in 
a position in their state to get a legis- 
lative ear for company proposals. 

He charged that companies intend 
to put through no prior approval state 
by state, and referred to the “desper- 
ate antics” in which companies have 
engaged to better their financial con- 
dition. Several companies have at- 
tempted to take over agency work to 
justify a reduction in commission, he 
said, only to reverse themselves a 
few months later because they dis- 
covered that under the reduced com- 
mission the flow of business to their 
books had also been reduced. 


Competition Stultified? 


He asked how it was possible that 
competition could be stultified con- 
sidering that 10,000 downward evia- 
tions have been easily effected. 

Mr. White said NAIA is often ac- 
cused of being “always against, never 
for.” In fact the association has ad- 
vanced many positive proposals, he 
said, but has had difficulty getting 
company agreement for them. He 
states NAIA’s stand as being for state 
control, against no prior approval, and 
in support of rate making and NAIC. 

He suggested that what the Senate 
group has been supporting is the “least 
required to agree with the McCarran 
act’”—a system of checks and balances 
considered to be “for the public good.” 
The result for agents has been shrink- 
ing premiums, reduced commissions 
and lower income. 

He emphasized that the commis- 
sioners are the ones most likely to 
see objectively the results of filings 
and legislation. They are most aware 
of the adequacy or excessiveness of 
filings. Their position has been that 
as long as an insurer has resources to 
cover it, it is all right for him to write 
a coverage at a 100% loss. 
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Nationwide 
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NOW AVAILABLE THROUGH 


AMERICO 


To fill a long-existing need in the General Aviation industry, 
AMERICO—the American Mercury Insurance Company, spe- 
cialists in General Aviation insurance—has collaborated with 
the aviation trade associations and a number of dependable 
financial institutions to make available a nationwide program 
of financing and insurance. Now AMERICO can help you set 
up a flexible financing and insurance package covering aircraft, 
equipment, parts, repairs and services for any of the following: 


e INDIVIDUALS e AIRPORT MANAGERS 
e FIXED-BASE OPERATORS e BUSINESS FLEETS 


Consideration given to either a Guaranteed Cost Basis or Retro- 
spective Rating Plan. 


Applications for representation in certain states are now being 
accepted. 


For further information on this new coast-to-coast financing plan 
(and a copy of AMERICO’s new AIRCRAFT FINANCING MAN- 
UAL), or for prompt action by a team of General Aviation 
insurance experts, 


call AMERICO Collect 
FEderal 7-3131 in Washington, D. C. 


American Mercury Insurance Company 


John F. Idler, President 


2251 Wisconsin Avenue Northwest, Washington 7, D.C. 
AMERICO is Rated A+ (Excellent) by Best’s Insurance Reports 


AMERICO carries Complete Domestic Reinsurance 
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Editorial Comment 


No Age Limit In Insurance Production 


The West Virginia department in a 
recent news bulletin describes one as- 
pect of insurance production as a ca- 
reer which those concerned with add- 
ing sales power to the agencies of the 
country might use with some effect. 

“We are all living in a highly com- 
plex society, a society that finds it- 
self confronted with problems to 
which there seems to be no easy or 
satisfactory answer. Capable and ex- 
perienced men and women 40 years or 
older sometimes suddenly find them- 
selves out of gainful employment at 
a time in their lives when gainful 
employment is of top importance to 
them, and without any apparent cause 


or reason therefor. They have been the 
victims of economic change and regi- 
mentation. 

“An increasing number of these peo- 
ple have found great comfort and 
peace of mind in the fact that the bus- 
iness of insurance holds forth a wel- 
coming hand in trying times. Age is 
no handicap to a person who is willing 
to spend time and effort in becoming 
a qualified insurance specialist. 
Courses of study are available at lit- 
tle or no cost from a multitude of 
competent sources that are reliable 
and have been designed to acquaint 


beginners with the fundamentals nec- 
essary.” —K.O.F. 


Md. Legislators Are Realistic 


Legislative commissions named to 
tackle the insurance laws do not al- 
ways arouse the friendliest reaction 
from the insurance business. It is re- 
freshing then to find that a commis- 
sion redrafting Maryland’s 40-year-old 
state insurance code will not recom- 
mend adoption of a noncancellable 
auto liability policy. 

Paul T. McHenry Jr., secretary of 
the commission, stated that statutory 
requirement of a non-cancellable auto 
policy could tie up the market. When 
a person buys auto insurance, he needs 
it the minute he gets his car, he said. 
The commission will recommend non- 
eancellable health insurance. With 
health insurance, Mr. McHenry noted, 
the buyer presumably can wait while 
the company checks his medical his- 
tory. 

The commission held that the ques- 
tion of non-cancellable auto policies 
was “outside of our code revision job.” 

Insurance Commissioner F. Douglass 
Sears, at the direction of Gov. Tawes, 
is investigating a voluntary arrange- 
ment among insurers in New York 
state that provides for non-cancella- 
tion of auto liability coverage except 
for specified reasons. 

The commission has prepared a draft 
law that would, among other things, 


require examinations for life insurance 
agents. These examinations now are 
prerequisite for other types of agents. 
The draft includes a maximum single 
risk provision, limiting to 10% of its 
net worth the amount a company can 
insure one account. It also would re- 
gulate investment policies of Maryland 
insurers, as well as those writing busi- 
ness in the state but chartered else- 
where.—K. O. F. 





Personals 


Russell H. Perry, president Repub- 
lic Ins. Co. and Vanguard Ins. Co., 
has been admitted to the Texas State 
Bar. He is also a member of the New 
York Bar. 


John C. Parish, secretary St. Paul 
F.&M., has been named chairman of 
the national Boy Scout committee on 
activities, special events and conser- 
vation. He has long been active in 
Boy Scout work. 


Cameron Brown, president, and 
Louis W. Biegler, executive vice- 
president, George F. Brown & Sons, 
have returned from a_ three-week 
European trip during which they 
conferred with underwriters at Lloyd’s. 


They also visited briefly in the eastern 


zone of Germany. 


Dr. Robert D. Dugan, for five years 
director of agency research of State 
Farm, has taken a position as research 
consultant with the Peace Corps. On 
leave of absence from the company for 
several months, he will have his head- 
quarters at Washington, D. C. 


Commissioner Cyrus Magnusson 
of Minnesota and M. A. Hewitt, ex- 
ecutive secretary of Minnesota Assn. 
of Insurance Agents, have been 
named by Gov. Anderson to the state’s 
youth traffic committee. 


David J. Young, special agent for 
Preferred Fire in western Kansas, is 
recuperating at St. Francis Hospital in 
Wichita from a recent coronary throm- 
bosis. His recovery is said to be pro- 
ceeding excellently. 


Deaths 


CHARLES R. JAMESON, 57, Bos- 
ton manager of Aetna Casualty, died 
in Waltham, Mass., Hospital. He joined 
the company in 1925 in the Boston 
field and later went to Bridgeport, 
Conn. Subsequently he was manager 
at the 42nd Street office in New York, 
assistant general manager in New 
York, and became Boston manager in 
1953. He was named general manager 
in 1959. 


Mrs. MARGUERITE JACKSON, 57, 
owner and operator of the agency 
bearing her name in Wolcott, Ind., 
died while visiting one of her sons in 
Kokomo. 





JOHN J. KEELEY, 66, a partner 
with his son, John J. Keeley III, and 
Walter Grogan in the Keeley agency 
of East St. Louis, died. 


HAROLD C. DITTMAN, 53, Pacific 
Coast claims manager for St. Paul 
F.&M., died at San Francisco. 





Norwalk (Conn.) Assn. of Insurance 
Agents at its annual meeting elected 
L. P. Dennin president, Robert F. Jones 
vice-president, and Donald E. Martin 
secretary-treasurer. 

North Carolina has approved a 10% 
deviation by Allstate on apartment 
buildings and motels and a 5% devia- 
tion by North America for apartment 
houses. ° 
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Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. LaSalle St., Chicago, Oct. 24, 196) 





































Bid Asked 

$ $ 
I CID eincsitnsinnisisniteicicnsisest 147 150 
Aetna Fire 120 123 
American Equitable ................. 22% 24 
American, Newark 29% 30% 
American Motorists 27% 30 
Boston 40% 42 
Continental Casualty ........ccccce 108 109% 
PO Be DOTRIOE  csssiscssessceissesescccssen 48 50 
Federal 71 73 
WOPCTIOTE EE PUT ccscnssvsiessercccsvesievens 66 672 
RNNNURONE, SEIU: vos dausnccéevcnavitescégtocstesvonts 165 175 
Glens Falls 45% 47 
GEFERE ATOTIGRT  scicescosssnessscssesoscivss 55 5642 
MINED, TERE cscscccvssscacsesasesacteassoiss 88 90 
Hanover 48 50 
MR I TU 8 sivccscsseiiccnssscénscvnsicbecies 63 6414 
Ins. Co. of No. America ............ 107% 110 
Jersey Ins. 36 374 
Maryland Casualty 43 44 
National Fire ...... 152 155 
National Union 4842 50 
North River .. 45 47 
Ohio Casualty ....... 67 70 
Phoenix, Conn. 117 119 
PROV. WOR. ccsscicccsceess 24 25% 
Reins. Corp. Of NiY.. cssisisssesssscosce 24% 26 
Reliance 69 72 
Bes TM ARE TNE acccccsenssinatececsssoroes 87 89 
Springfield Ins. CO.  .ccccscsccccccsoccss 41% 43 
Travelers 153 157 
ERs. ME ARs: + ssacesisescescvsscniccasiuscvcrvoiee 69% 71 
re IS PUD: “iisctsctnacindou sconces 35 36% 


Mutual Sales Confab 
Slated For Nov. 8-9 
At University Of Wis. 


Wisconsin Commissioner Manson 
will join University of Wisconsin Com- 
merce Dean E. A. Gaumnitz in wel- 
coming insurance men to the 2nd an- 
nual mutual insurance sales confer- 
ence scheduled at Wisconsin Center 
Nov. 8-9. 

The program will be conducted by 
the university’s department of com- 
merce under sponsorship of Wiscon- 
sin Assn. of Mutual Insurance Agents, 
Wisconsin 1752 Club, and Wisconsin 
Managers Assn. 

Serving as half-day chairmen will 
be John F. Doucette, Milwaukee Auto- 
mobile Mutual; W. E. Koehler, Koehler 
agency, Milwaukee; Michael A. Dur- 
ante, M. A. Durante agency, Milwau- 
kee, and Raymond O. Spletter, special 
agent Cream City Mutual, Milwaukee. 

Speakers include John J. Kraniak 
Jr., special representative Shelby Mu- 
tual, Milwaukee; Robert E. Damon, 
vice-president northwest department 
Shelby Mutual; George Kochheiser, 
Employers Mutual Casualty, Milwau- 
kee; John B. Read, national director 
NAMIA, Chicago; John Keyser, Key- 
ser agency, Kalamazoo, Mich.; Eu- 
gene J. Bohn, West Bend Mutual; Ber- 
nard P. McMackin, Fire, Casualty & 
Surety Bulletins, National Underwrit- 
er, and Robb B. Kelley, vice-president 
and secretary Employers Mutual Cas- 
ualty Co. 

Academic speakers, in addition to 
Dean Gaumnitz, include Profs. W. 
Donald Knight, director of the uni- 
versity’s bureau of business research 
and service; Irwin Cochrun, director 
of University of Illinois’s bureau of 
business management and Joseph C. 
Schabacker, chairman of University 
of Wisconsin’s extension department 
of commerce. 


Not In Kemper Group 


The reference in the Oct. 13 issue to 
Millers Mutual of Alton, Ill, as a 
member of the Kemper group was in- 
correct. This insurer operates as an 
individual, independent company sub- 
ject to the control of its own board of 
directors. 
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Large Public Bloc 
Wants Government 
Coverage: Bateman 


One in every three adult Americans 
feels that it would be a good idea for 
government to sell auto and fire in- 
surance to the public, J. Carroll Bate- 
man, general manager of Insurance 
Information Institute, declared in a 
talk at the downstate regional meeting 
in Garden City of New York State 
Assn. of Insurance Agents. 

The persons indicating this prefer- 
ence believe that government sales 
would result in a low, uniform rate 
level, that no one would be discrimin- 
ated against and that no one would 
ever have a policy canceled as long as 
he paid the premium. Fortunately, the 
one-third favoring this method is only 
a minority but it is a large one and not 
far from a majority, Mr. Bateman said. 


Opportunity For Politicians 


It is a broad base on which dema- 
gogic politicians may build, he con- 
tinued. If the business wants to pre- 
vent this, it is going to have to satisfy 
more fully the public’s needs in cover- 
age. Every segment of the business will 
have to make its contribution. “The 
time is past when some companies can 
do as they please and contribute to 
public dissatisfaction which hurts the 
industry as a whole, for they will go 
down the drain too, if everyone else 
does,” Mr. Bateman declared. 

He noted that in the aftermath of 
Hurricane Carla there has been a 
ground swell of popular demand for 
insurance against floodwater damage. 
Politicans have picked up the cry. But 
insurers cannot provide such coverage. 
The demand illustrates how quickly 
voices are raised for the government 
to do what private enterprise will not 
or cannot do. 

Mr. Bateman described intra-mural 
conflicts in the business and urged 
those in it to face fundamental facts. 
One is that the only reason for the 
existence of the business is to supply 
certain needs and wants of the public. 
In doing so, stock companies wish to 
make a profit, and producers aspire to 
income for themselves. There need be 
no apology for either. 

But the dominating fact of the tri- 
partite arrangement of public, pro- 
ducers and companies is what the 
public wants, not what insurer man- 
agement or producers want. 


Outlines Intervention 


Unless some way is found under the 
present system of meeting needs of 
the public, it will go elsewhere for 
‘satisfaction. “Elsewhere” includes 
those insurers which market under a 
different system. But, more important- 
ly and of even greater concern, the 
public may turn to government. When 
this happens, the first step is usually 
for government at the local or federal 
level to go into the insurance business. 

Compulsory auto laws are examples 
of the first step; state workmen’s com- 
pensation funds are examples of the 
second. The trend toward socialization 
of the business does not end with these 
by any means, Mr. Bateman said. 

He examined another aspect of the 
present situation that deserves con- 
sideration: Legislation. Like the pub- 
lic, business groups sometimes turn to 
legislators for correction of real or as- 
sumed injustices. In business this can 
be a dangerous practice. 

“We fool ourselves if we think that 
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we can preserve the status quo or re- 
turn to the status quo ante by resort 
to the legislative process. The restric- 
tions we urge today to hamper the 
competition or to inhibit change may 
come back to hurt us tomorrow,” Mr. 
Bateman observed. 

He cited the railroad business—in 
which he was formerly active—as an 
example. Railroads sought protection 
against competition through the Inter- 
state Commerce Act. That law event- 
ually was responsible in large part for 
preventing railroads from competing 
successfully with newer forms of 
transportation. The roads are in a 
straitjacket as a result, and govern- 
ment operation comes closer and closer 
to being the only remaining solution 
to their problems. 

This can happen to the insurance 
business if the solution of every fan- 
cied injustice or imbalance is sought 
through legislation, Mr. Bateman 
maintained. 


Urges Reexamination 


He wonders if it is possible for the 
business to adopt an attitude of look- 
ing at things from the standpoint of 
meeting public needs. Proceeding, the 
business can seriously consider whe- 
ther the particular need can be met 
either within the existing operational 
framework or by modifying operations, 
services and attitudes. Such reason- 
ing implies a willingness to change, a 
welcoming of new ideas and new 
methods, rather than resistance. 

Mr. Bateman sees the business sur- 
viving these “turbulent times.” In fact, 
it will be found that the difficult days 
have had their advantages. Their 
greatest benefit will be that they have 
forced the business to reexamine its 
purposes and objectives and to reform 
its concepts in conformity with the 
changing age, Mr. Bateman concluded. 


California Veterans 
Department Criticized 
By American Legion 


California department of veterans 
affairs has been charged with exceed- 
ing its authority in the placing of all 
physical insurance covering loans to 
vets for home purchases. William A. 
White, San Francisco attorney repre- 
senting the California department of 
the American Legion, appeared before 
a sub-committee of the assembly com- 
mittee on finance and insurance re- 
viewing the year old contract made by 
Joseph Farber, director of veterans af- 
fairs, with National American whereby 
all veterans loans must be covered at 
full replacement value regardless of 
the veterans department interest or the 
veterans free equity. American Legion 
at its convention last July adopted a 
resolution calling for revocation of the 
one company contract and return of 
the system to that previously in force 
in which some 238 companies partici- 
pated. The legion bases its opposition 
on the loss of freedom of choice, being 
forced to buy full physical replacement 
insurance regardless of the state de- 
partment’s interest as lender; also that 
the department is in fact acting as gen- 
eral agent for National American, us- 
ing untrained state personnel as adjus- 
ters and refusing to accept a vet’s cash 
as payment of the insurance premium 
but adding the premium to the loan, 
thus charging the vet 4% interest. 

White charged also that the veter- 
ans department has arbitarily cancelled 
policies with two to four years to go 
with the former companies, without 
notifying interested vet borrowers of 
such cancellation but just issued new 
policies in National American at 62 


Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Travelers and Aetna Life sharply reversed directions last week. After soaring 
to the high 170s Travelers had retreated swiftly to 148. Then last Thursday it 
turned up sharply and regained 8 points. AEL had dropped with equal ease 
from the high 150s to 134, and- then on Thursday quickly recouped -10. This 
kind of action suggests that strong buyers are lurking below the surface for 
insurance stocks. Conn. General, which had described the same pattern but in 
far less mercurial style, also shared in the Thursday pickup. Lincoln National 
also was better. 

Star performer was American National. This responded to rumors of an 
important development in its affairs and was accumulated insistently. At 19 
it was up 2 points, but then it faded a little. Another good performer was Life 
and Casualty, which advanced 2 points during the week to 2934 bid. Common- 
wealth Life added 4 points and recovered all of its former 9 point selloff. 

Northwestern National Life, following virtual acquisition of control by the 
J. C. Bradford syndicate, went on up to 180 bid, whilst Old Line Life (another 
Bradford item) became 130 bid. Responding to this emphasis on the northwest, 
Wisconsin National Life absorbed offerings and at 49 had added 3 points. 

Reliance Insurance continued to push up. Its Standard Accident acquisition 
is making a splendid contribution to its underwriting record this year. 

The fire-casualty list continued to show strength throughout. 

The public is increasingly flirting with some of the newer and low-priced 
issues. They are trying to spot ultimate winners. This activity is especially 
pronounced in Illinois, where Illinois Mid-Continent Life, now headed by U.S. 
Life’s John Weaver and newly staffed by other U.S. Life men, has gotten into 
the 13 range (its low was 4 earlier this year), and where Inland Life, with a 
blue ribbon board, has also reached the 13 level (it was offered at 5 in May). 
However, so far at least, interest is selective. Unless there is some special 
evidence of promise, the market for the stocks of the mine-run of “two-year 
olds” is listless. International Life of Buffalo, which is fishing in Security 
Mutual Life waters, is one such special situation which is strong in the market. 

Combined Insurance, on the eve of an offering of 300,000 shares, gained 
strength and on Friday was 60 bid. There was a scramble to get stock on the 
offering. U.S. Life went on to new high ground after retracing its rapid descent 
from 87 to 71. Franklin Life also recovered all of its 15 point slump. 


Republic National Life, at 78, was up 5 for the week. Great Southern Life, 
Southland and Southwestern were each plus 2 or 3, so all-in-all it was a good 


week for the Texans. 


American Fidelity & Casualty went on up another two points to 29. 

Fidelity Capital Fund has added as a new investment 10,200 shares of 
Variable Annuity Life. One William Street Fund bought 7,000 shares of Busi- 
ness Men’s Assurance, 2,000 Conn. General and 4,000 United Services Life. 

Volunteer State Life is up about 25 points from recent levels to 105 bid on 
announcement of a proposed 20% stock dividend. Pacific Indemnity went 
up two points to 39%4 bid on announcement of a proposed 10% stock dividend. 

An error was made in the recent quotations on Southwest Indemnity & Life. 
The Sept. 29 figure of 11 is correct, but the Dec. 30, 1960 and May 31, 1961 
quotations of 35g and 3 failed to take into account a 1 to 4 reverse split. Those 


figures should have been 1414 


'o and 12, respectively. 





cents per hundred as against the old 
48 cent rate. Numerous other charges 
were levied with state statutes cited 
to support the contention of lack of 
authority. 


W. J. Palmer Now With 
Brooklyn, N. Y., Agency 


William J. Palmer has joined Rourke 
& Rourke agency of Brooklyn, N. Y., 
as assistant vice-president. He has 
been manager of the Brooklyn field 
office of Home. 

Mr. Palmer, who will be active in 
production and in office administra- 
tion, has had 2 years experience in 
all phases of the business. 


Burns And Luongo To 


Springfield-Monarch 


Philip R. Burns has joined Spring- 
field-Monarch as resident adjuster at 
Portland, Me. Jeremiah V. Luongo has 
also gone with the group as field re- 
presentative in the engineering depart- 
ment at Providence. 

Mr. Burns has had prior experience 
with General Adjustment Bureau and 
with U.S.F.&G. Mr. Luongo has been 
with New England Fire Insurance Rat- 
ing Assn. 


Wayne Mutual Fire 
Placed In Custodianship 


LANSING, Mich.—Commissioner 
Blackford has been placed in temp- 
orary custodianship of Wayne Mutual 


_ Fire of Detroit by order of Judge Louis 


E. Coash of Ingham County circuit 
court here. 

The court order followed filing of a 
complaint by the attorney general’s of- 
fice at the behest of the department, 
charging the mutual was insolvent as of 
July 31, with a deficit of $142,206. An 
order to show cause why a permanent 
custodianship should not follow was 
sought and a hearing on that issue was 
set for Nov. 7. 


Charges Misrepresentation 


Commissioner Blackford, through the 
attorney general, further charged that 
the company’s sworn statement had 
misrepresented its deficit on June 30 
as being only 4,186. 

The company, it was further alleged, 
was deeply involved with the affairs of 
the Massen agency, headed by William 
E. Massen, who also is president of 
Wayne Mutual. The agency, it was 
claimed, owes the insurer $53,291 in 
premiums due and has pledged the mu- 
tual bearer bonds valued at $59,201 as 
collateral for a personal loan to Mr. 
Massen. 
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McKiever Predicts 
Additional Mergers, 
Expanding Market 


The industry will be seeing more 
mergers in the future, both among 
companies. and 
among agents, 
George R. McKie- 
ver, Miami, retir- 
ing president of 
National Assn. of 
Mutual Insurance 
Agents, predicted 
in his message to 
the Detroit con- 
vention. 

Mr. McKiever 
said that in his 36 
years in the busi- 
ness, he _ cannot 
recall a period of more uncertainty, of 
more diverse oinions, or of more in- 
dependent action. But he is confidently 
optimistic about the future. Markets 
will be expanding and a rising stand- 
ard of living will be seen. More people 
with higher incomes—it is estimated 
that the population by 1970 will have 
risen 20% and that there will be from 
30 to 40% more money to be spent. 





George R. McKiever 


Future Is Safe 


Although there are danger signals 
ahead, the future of the American 
agency system, a system which em- 
braces so many thousands strategically 
located in all parts of this country, and 
which possesses the enormous vitality 
and energy for accomplishment, is 
safe. The independent mutual agent is 
located where the business is, and 
whatever may appear to be the case 
on the surface, the most economical 
way of developing business in this 
country is through the local agent. 

Mr. McKiever said that for. good or 
for bad, the package policy idea is ad- 
vancing by leaps and bounds. More 
companies are making independent 
filings than ever before, with a conse- 
quent weakening of the bureaus. The 
business is in a rate war, and one that 
could lead to disastrous results for the 


public. However, the association has’ 


taken a stand against both the so- 
called District of Columbia rating bill 
and the movement to eliminate prior 
approval from the various state reg- 
ulatory laws. 

The retiring president also predicted 
that there will be less difference be- 
tween the mutual agency companies 
and the stock agency companies. Fur- 
ther, there will be less difference be- 
tween agency companies and direct 
writers, for “we shall move closer to 
their way of doing business and they 
shall move more in our direction.” 

There is much to be gained by co- 
operation between stock and mutual 
agents associations, providing each 
carefully guards its own independent 
freedom of action, he stated. 

Direct billing offers a possible dan- 
ger. However, it is going to be with 
the industry regardless and it had bet- 
ter recognize the danger and do the 
proper things to overcome it. The one- 
company agency proposition also has 
its danger, but by recognizing this too 
the necessary steps can be taken to 
live with it. 





Young Driver Test At The Midway Point; 
Director Feels Optimistic About Results 


At the press conference presenting a progress report on the association’s 
Mutual Drivers Psychological Measuring Bureau were, from left, A. C. Mc- 
Kinney, Iowa State University, director of the bureau; Orill Danby, Auto- 
Owners of Lansing; Robb B. Kelley, vice-president and secretary Employers 
Mutual Casualty; D. D. Morse, sales director Meridian Mutual, and Lyle D. 
Niswander, vice-president Allied group of Des Moines. The four companies 
named, plus Celina Mutual, are participating in the program. 


Last year at its Washington convention, NAMIA launched a two-year study 
to determine accident proneness among youthful drivers. Now at its midway 
point, the study, termed the Mutual Drivers Psychological Measuring Bureau, 
is supported by five mutual insurance companies (Employers Mutual Casualty, 
Allied Mutual, Meridian Mutual, Auto-Owners and Celina Mutual) and is 
under the direction of A. C. McKinney, associate professor of psychology Iowa 
State University. 

A press conference was held at the Detroit convention, presided over by 
Nicholas Matthews, NAMIA’s director of services, at which a general progress 
report was offered by Mr. McKinney and Robb B. Kelley, vice-president and 
secretary Employers Mutual Casualty. 

Mr. Kelley said the study was decided upon because auto insurance com- 
panies continue to lose money by insuring young male drivers under 25 years 
of age, even though this class is charged the highest rates. Many mutual insur- 
ance companies believe some method must be found to identify the drivers who 
are giving these young men such a bad driving reputation. For, in spite of the 
fact that they are young and alert, they have far more accidents than any 
other group of drivers. 

Public response on the part of parents in the four states in which the tests 
are being conducted—Ohio, Michigan, Indiana and Iowa— has been excellent, 
Mr. Kelley said. Parents appreciate that someone is attempting to rectify what 
is admittedly an inequity of rates within the young male drivers class. Ulti- 
mately it is hoped that the tests will be operative as a selection device; but 
to what extent this will be so will be determined by the final results. 

Mr. Matthews stated that the extent to which this is a problem can be 
measured by the fact that one million males under the age of 25 are newly 
eligible for a driving license every year. 


McKinney’s Report 

Mr. McKinney then presented his report which he prefaced by remarking 
that while one real difficulty of the whole thing is the impossibility of absolute 
objectivity, he is optimistic and expects “moderate success.” 

The project is a test development project designed to build a psychological 
test that may be used as an underwriting tool in insuring the young, unmar- 
rid, male automobile driver, Mr. McKinney stated. 

This is a prediction project whose purpose is to anticipate which drivers 
are likely to be involved in accidents. Underwriters have been attempting to 
predict this same thing for many years. Typically, they have used the facts of 
being young (under age 25,) unmarried, and male as the primary predictors. 
The present project is aimed toward extending these typically-used predictors 
by psychological test means. 

The backgound of evidence which supports the use of tests includes the 
well-known research by Prof. Charles Haner of Grinell, Ia., sponsored by 
Farmers Mutual Re, which indicates that he is reasonably successful in anti- 
cipating a large number of accidents, and the work of Donald Schuster of Cedar 
Rapids, who did his doctoral research in this area while attending the Uni- 
versity of Southern California. 

This study is not identical to either of these, but it is related to both. The 
approach being used is basically one of relating certain hypothesized predictors 
(test questions) to the criterion of accident involvement among the young, 
unmarried, male drivers. 

The first phase of the project was the literature search and theoretical 
phase, Mr. McKinney said. On the basis of past research and theory, it was 
hypothesized that there were certain kinds of personalities that should predict 
this accident criterion. 

The second phase was the test writing phase. Ten other psychologists were 


(CONTINUED ON PAGE 25) 


Spencer Elected 
President; Jones 
Moves To Ist V-P 


Detroit Convention Draws 
Almost 900; Van Camp Is 
Named Mr. Mutual Agent 


By R. R. CUSCADEN 


DETROIT—National Assn. of Mu- 
tual Insurance Agents met here last 
week and proved, among other things, 
that if it grows much larger it had 
better start thinking about holding its 
annual convention in two hotels. 

The weather outside was definitely 
on the nippy side but inside the 
Sheraton-Cadillac Hotel temperatures 
ranged from sweltering to sub-tropic 
as nearly 900 agents, company men 
and guests jammed elevators, crowded 
the exhibit area and overflowed the 
session rooms for the association’s 
30th annual convention. 

Claude E. Spencer of Danville, one 
of the organizers of the Illinois associ- 
ation, was elected president and C. 





W. A. Stringfellow 


Claude E. Spencer 


Goodman Jones, Bluefield, W. Va., 
moved into the heir apparent position 
of 1st vice-president. 


Four V-Ps Named 


Four vice-presidents were named: 
Robert E. Dismukes Jr., Columbus, 
Ga.; Ben Kennedy, Oklahoma City; 
Robert W. Knott, New Haven, Conn., 
and Thomas R. Mote, Piqua, O. Wil- 
liam E. Terry, Little Rock, was elected 
secretary and Harry E. Uhler, Balti- 
more, was once again named treasurer. 

This meeting is always one of the 
more colorful items on the convention 
calendar. Many state contingents wear 
identifying outfits and this year the 
Illinois delegation, some 50 strong in 
honor of Mr. Spencer’s election, wore 
Lincoln-type hats and coats; Michigan 
as the host association had flame-red 
jackets (plus bowls of Michigan apples 
everywhere); Florida had its by now 
customary Seminole Indian costumes; 
Ohio had natty gold jackets with 
NAMIA’s “mounted warrior” design 
stitched thereto, and the Tri-State as- 
sociation (Pennsylvania, Maryland and 
Delaware) all wore black Dutch hats. 
Not to be outdone, company men from 
Frankenmuth Mutual wore Bavarian 
outfits—the shorts of which drew ad- 
miring whistles. 

William A. Stringfellow, the associ- 
ation’s general manager, was complet- 
ing his first full year in that post and 
the smoothness with which the con- 
vention was run off gave every indica- 

(CONTINUED ON PAGE 26) 
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Stringfellow Cites 
Staff's Progress 


William A. Stringfellow, the asso- 
ciation’s general manager, spoke pri- 
marily of the internal work of the 
Washington staff of NAMIA in his 
report to the delegates at the Detroit 
convention. 

He said the major changeover has 
been in the matter of membership 
recording. All such records are now on 
punch cards and are processed by an 
outside tabulating company. The 
changeover has been somewhat trou- 
blesome and has delayed some records 
on some occasions, but already the 
association has benefited tremen- 
dously. “or one thing, it has reduced 
the operative lists from three to one. 
This greatly reduces the chance of 
error and the actual percentage of 
error. 

The membership department has 
been turned over to Harold Peek, 
whose main job will be promotional. 
This entails liaison with state sec- 
retaries and so this becomes part of 
his job too. 

The group life and major medical 
program has become a relatively sig- 
nificant part of the staff’s work. It is 
now servicing 21 states—approx- 
imately $300,000 a year in premiums 
and about 300 lives. This is a growing 
department and a fresh look at its 
makeup may be needed in the near 
future. 

The association’s publication, Mu- 
tual Review, has shown a reasonable 
increase in advertising income this 
year, Mr. Stringfellow noted. The staff 
has particularly worked on the mutual 
insurance directory and the adjusters 
page, feeling that they serve a func- 
tional purpose for the benefit of the 
members. 

As for the mutual tax bill, in ac- 
cordance with President McKiever’s 
wishes, approximately 2,000 members 
were asked to communicate with 
members of the House ways and means 
committee, expressing their opposition 
to any change in the mutual tax for- 
mula. The bill is now in abeyance, 
but opposition will be continued. 


NAMIA Membership 
Tops 10,000 Mark 


Future historians of National Assn. 
of Mutual Insurance Agents’ conven- 
tions must always give credit to the 
30th at Detroit as the one that was 
able to announce that the associa- 
tion’s membership had gone over the 
10,000 mark. 

More than twice the number of 
agents were added to the membership 
rolls than in the previous year and 
the 1,767 gain pushed the total to 
10,312. 

A good deal of interest is always 
evidenced in the state membership 
drives. Two categories are recorded: 
The largest numerical increase and 
the largest percentage increase. 

Wisconsin won the first contest, hav- 
ing enlisted 247; Connecticut was sec- 
ond with 206. In the percentage in- 
crease race, Arizona was first with a 
whopping 130% and Nebraska second 
with 108%. 

Wilson H. Flock, Kingston, Pa., 
membership chairman, who made the 
report, noted that seven associations 
gained in excess of 100 members dur- 
ing the past year: Wisconsin, Connec- 
ticut, Illinois, Michigan, New York, 
California and New England. 

Wisconsin, which went into the race 
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Displays, Suites 
Abound At Detroit 


National Assn. of Mutual Insurance 
Agents annual conventions have be- 
come well known for their large and 
interesting displays of booths and ex- 
hibits. This year’s Detroit meeting was 
no exception and attendance at these 
was almost too enthusiastic. 

Special features were also offered 
by many companies. Guarantee Mu- 
tual of Worcester had a daily news- 
paper delivered to every registrant’s 
door in the morning; Pennsylvania 
Lumbermens Mutual had a four page 
Agent News containing many con- 
vention photos ready every day; All- 
Risks Corp. of Detroit, besides a hos- 
pitality suite, provided a_ hospitality 
boat which offered delegates a ride 
on the Detroit River; Grain Dealers 
Mutual had a lovely model who pinned 
on boutonnieres; Harleysville Mutual 
Casualty had a staff dressed in Gay 
Nineties costumes who sent stories 
of the convention back home for 
agents, and the host delegation from 
Michigan kept a hospitality room on 
the main floor open for business at all 
hours. 

Others tending booths included Air- 
kem, Berkshire Mutual Fire, Carcross 
Co., Consolidated Mutual, Ford Motor 
Co., R. B. Gudder, Improved Risk Mu- 
tuals, Auto Club of Maryland, A. M. 
Best Co., Central Mutual, Employers 
Mutual Casualty of Des Moines, I.B.M., 
Iowa Hardware Mutual, Meridian Mu- 
tual, Mill Owners Mutual, Mu- 
tual General Agents Assn., National 
Cash Register, Norfolk & Dedham Mu- 
tual Fire, Shelby Mutual, State Auto- 
mobile Mutual, Shatterproof Glass 
Corp., Lumber Mutual Fire of Boston, 
Michigan Mutual Liability, Monroe 
Calculating Machine Co.. NAMIA ad- 
vertising committee, the National Un- 
derwriter Co., the Spectator, Rough 
Notes, and Union Mutual. 

Refreshment and good fellowship 
was available after the sessions closed 
in the following suites: Hastings Mu- 
tual, Central Mutual, Hamilton Mu- 
tual, Auto-Owners, Badger Mutual, 
Covington Mutual, Dairyland Mutual, 
Kemper companies, Lumber Mutual 
Fire, Millers Mutual of Texas, Lynn 
Mutual, Meridian Mutual, All-Risks 
Corp., Michigan Mutual Auto, North- 
western Mutual, Frankenmuth Mu- 
tual, State Auto Mutual, Celina group, 
West Bend Mutual, Worcester Mu- 
tual, Grain Dealers Mutual, Pawtucket 
Mutual, Austin Mutual, Middlesex Mu- 
tual, and Consolidated Mutual. 





with 415 members, now has 662, mak- 
ing it third largest of NAMIA’s 34 as- 
sociations. The winning associations 
were awarded $200 each. 

To continue the growth program, 
NAMIA’s board appropriated $10,000 
to be made available on a cooperative 
basis to state associations for future 
development of new members. 
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SALUTE TO 
MR. MUTUAL: 


Hie’s your NAMIA Agent—a good neighbor to 
thousands of dwelling, automobile, and business 
property owners in communities of every size 
throughout the United States. 


You’ll know him by the “‘mounted warrior’’ emblem 
he displays—the sign of time-tested Mutual insurance 
backed by local agency service. As well, by the special 

competence he brings to his job as an insurance adviser. 


See your local NAMIA Agent. He’s well qualified to serve you; 
can show you how “Mutual Agents Offer More” in the way 
of security, personal service, and insurance savings. 





Published as a tribute to the 9,000 NAMIA Agents nation-wide— 
members of the National Association of Mutual Insurance Agents—by: 
GRAIN DEALERS MUTUAL 
INSURANCE COMPANY 


Indianapolis 7, Indiana 
Western Department: Omaha 2, Nebraska 
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MERCHANTS MUTUAL INSURANCE COMPANY 


Buffalo, N. Y. 
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Assets $46,643,030 Surplus $8,105,496 
“A 100% Agency Company” 


WOOLEY LoS _—E———O——O—_O—O—EO———N 


NaN aN 


DOOONONONONAAAAONONONONNODOVODEPPOPOYOGOOEOOO ECE 


SOLELY NIN DN INN INN INN DNDN DDD Dow nop ppp Sp Dp Ip p pp pp pp 








ABINGTON 





FIRE INSURANCE COMPANY 


ABINGTON, MASSACHUSETTS 
INCORPORATED 1856 


_ 
NC ore than a century of swift, sure service to home and industry. 


MUTUAL 


AGENCY INQUIRIES SOLICITED 
SOME AGENCY APPOINTMENTS AVAILABLE 
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| Agents vs Company Men Debate Is Just That; 


PREFERRED MUTUAL 
INSURANCE CO. 


Chartered 1896 


ASSETS—$5,231,989 


Attractive Deviation in Rates Offered for Fire, 
Auto Physical, Homeowners and Inland Ma- 
rine Coverage in New York, Ohio, West Vir- 
ginia, Michigan, Massachusetts, Connecticut, 
Rhode Island, New Jersey, Maryland, South 
Carolina and Florida. Dividends Paid in North 
Carolina With the Best in Field Service and 


Attractive Commissions Offered Everywhere. 


The Best Is Always Preferred 
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New Berlin, N. Y. 


SURPLUS—$1,931,242 
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Gunn, Jones, Mueller, Tobler Keep Fur Flying 
As Many Currently Hot Subjects Are Discussed 


One of the most fascinating events 
on the National Assn. of Mutual 
Agents’ crowded agenda at Detroit was 
a scheduled debate that actually was a 
debate. As seasoned convention-goers 
are well aware, too often these “de- 
bates” amount to nothing more than a 
series of prepared addresses. This one, 
however, with its two clearly drawn 
camps (‘Agents Don’t Understand 
Companies” and ‘‘Companies Don’t Un- 
derstand Agents’) really had the fur 
flying. 

Presided over by the affable Mr. 
McKiever, the debate featured, on the 
company side, John Gunn, president 
Employers Mutual Casualty, and Ed- 
ward C. Jones, president Iowa Hard- 
ware Mutual, and, for the agents, Wer- 
ner A. Mueller, St. Louis, and George 
P. Tobler, Smithtown, N. Y. 

Hideya Kumata, associate professor, 
communications research center, Mich- 
igan State University, was the sum- 
mary speaker. 

Mr. Gunn was first. He said too few 
agents, and this is especially true of 
the younger men, understand and ap- 
preciate the fine and enduring concept 
of mutuality. The mutual idea is sim- 
ple and clear—to afford the buyer the 
best of insurance protection at no prof- 
it to the seller. Moreover, the resources 
of a mutual company are the property 
of the policyholder—indivisible it is 
true, but available for his benefit when 
and if needed. Why don’t more agents 
capitalize in their sales efforts on this 
unusual selling point? Can it be be- 
cause agents don’t understand what 
they are selling? 

Agents also don’t understand, or if 


they do understand do not cooperate 
in eliminating the practice, the great 
cost of free insurance. The idea of 
giving a 45 or 60 day flat cancellation 
privilege is as outmoded as the quill 
pen. It accounts for a very substantial 
part of the cost of insurance. If agency 
companies could eliminate it as the 
direct writers have, lines which are 
now unprofitable to the companies 
could be made profitable; and in many 
lines rates could be reduced. Both 
company and agent would benefit. 


Want More Deductible 


Mr. Gunn said companies wish fer- 
vently that agents would sell more 
deductible coverages. Why, when the 
deductible idea is so predominant in 
the field of auto collision insurance, 
cannot it be sold on homeowners and 
other forms of property insurance. 

Agents do not understand the com- 
panies’ feeling toward the elimination 
of duplication in clerical work that 
always has been one of the ineffici- 
encies in the independent agency sys- 
tem. There is not a mutual company 
in the agency business which is not 
willing to give its agents an iron-clad 
guarantee in writing to the effect that 
the business he produces is his sole 
property. 

Yet, agents resist direct billing and 
direct collection on the ground that it 
impairs their ownership of expirations. 
This is not true. While many com- 
panies, including Employers Mutual 
Casualty, are not pushing direct bill- 
ing and renewal, within a few years 
all will be doing it on personal lines. 
It is a more efficient division of labor, 
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Only 3614¢ Each 


— In 500 Lots (including Agency imprint 


and mailing carton)! 








Ba Tuesday, July 16 
Black leatherette cover, wire stitched, (not —_—_—— 
plastic)! Mounted Warrior emblem and your 
imprint stamped in gold on cover. Mutual 
Agent advertising message on fly-leaf. Indi- 


vidual mailing carton (532” x 814%”). 








Complete current month 1” square depicted on each page. Appointments 
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convenience. 


138 100 — 3714¢ ea. 
250 — 37¢ ea. 
500 — 36%4¢ ea. 











F.O.B. Sidney, N. Y. 


GENERAL ADVERTISING SERVICE FOR INSURANCE AGENTS 
Unionville, Connecticut 


Please send me___. ____Mounted Warrior Standard Desk Diaries 
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for 1962. Copy for Agency imprint and address as below: 
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At the debate whose title is easily visible: Hideya Kumata, associate profes- 
sor communications research center Michigan State University, who sum- 
marized the debate; Edward C. Jones, president Employers Mutual Casualty; 
John Gunn, president Iowa Hardware Mutual; George McKiever, NAMIA’s 
president, the moderator; George P. Tobler, Smithown, N.Y., and Werner A. 
Mueller, St. Louis. 

and the industry cannot stand in the good, for this attitude; but in the long 
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way of efficiency in any business. 

Agency companies do not want the 
problems and headaches of maintain- 
ing a direct sales force, Mr. Gunn said. 
They are not geared for it and there 
has not been in the last 35 years an 
agency mutual convert to a direct 
writer. Moreover, the management of 
mutual companies has a long record of 
honorable performance, and are not 
likely to destroy this record. 

Mr. Gunn said he cannot agree with 
those agencies which fight these pro- 
gressive steps. Why should anyone be 
given free insurance for 45 or 60 days? 
And why shouldn’t an agency select a 
good mutual company, give it its con- 
fidence, expect the company’s con- 
fidence in return, and truly represent 
it to the public? Many do this today; 
but also many agents, perhaps the 
majority, do not. They are too much 
concerned with projecting their own 
image to the customer, and not enough 
the image of the company they repre- 
sent. There are reasons, some of them 











Merrimack Mutual ~ 
_ Fire Insurance Company 
founded 1828 


Cambridge Mutual _ 
_ Fire Insurance Company ~ 
founded 1833 


“WE SWAMPUM 
WITH WAMPUM” 


Andover, Massachusetts 











run it is hurting the companies and 
the agencies alike. The captive agency 
companies take advantage of this sit- 
uation by cutting their costs, eliminat- 
ing free insurance, getting permanence 
into their books of business, and spend- 
ing part of the profits in national ad- 
vertising that ties the customers to 
them more closely every year. 

“How does the public’s image of your 
agency compare to that of Sears Roe- 
buck and Allstate, or of State Farm, or 
of Metropolitan Life, Prudential or 
Travelers?” Mr. Gunn asked. “Does 
the public think of you as a bulwark 
of strength and protection, or more, 
as a hard-working, intelligent, likeable, 
home town boy? Wouldn’t you be bet- 
ter off to help build an image of a 
strong, dependable, expert company 
which stands behind its insurance con- 
tracts, than to emphasize and broad- 
cast that you alone stand between the 
client and financial disaster—that you 
alone can select his company and his 
policy—that you will fight his battles 
against the company—that you are the 
whole show? You may disagree. I can 
see why. But while we are disagreeing, 
the giants in the business are growing 
larger and stronger by projecting their 
image on every TV screen in the coun- 
try, and in every magazine of national 
circulation.” 

Lack Agent Understanding 


Mr. Mueller than stepped into the 
breach. He said companies simply do 
not understand why agents are in the 
business in the first place. They do 
not understand that agents are trying 
to make a profit out of this business 
and are in it neither for love nor 
glory. 

The agent’s prefit comes from the 
time he has to market his product; yet 
companies don’t understand this when 
they dampen an agent’s desire, expand 
his expenses and take up his time. 

Mr. Mueller then held up a large 
piece of cardboard upon which was 
printed the following formula: An 
agent’s time multiplied by an agent’s 
desires minus an agent’s expenses 
equals an agent’s profit. 

Corapanies, he said, are thieves of 
time—their agents’ time. An agent will 
spend a good deal of time quoting a 
policy’s premium to a client. And yet, 
what happens? The company issues 
the policy with an entirely different 
premium. Sometimes this difference in 
premium is only a few dollars, but the 
insured public does not understand 
why there should be this gap in quotes. 
The public doesn’t understand insur- 
ance anyway, but he does expect a 
firm quote. 

Another area in which companies 
consume a lot of an agent’s time is 
when a policy comes back to the agen- 
cy incorrect. The company may not 
care if a man’s name is Johnson and 
types it Lipschultz but Johnson sure 

(CONTINUED ON PAGE 28) 
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SATAN ONCE SAT IN SALEM 


Demons disported themselves with lively abandon in the 
Salem of 1692. From June to September of that fateful year, 
irresponsible accusations of witchcraft resulted in the hasty con- 
viction and hanging of innocent persons. Gallows Hill, today the 
setting for happy pre-Fourth of July celebrations was, in 1692, 
the grim scene of execution for eleven women and eight men 
believed to be in consort with evil spirits. 


Only the friendliest spirit of cooperation has marked the 
Holyoke Mutual’s long, successful history in association with 
independent agents who appreciate policies that sell and service 
that builds confidence. 


Write today for a valuable 
agency appointment 


HOLYOKE- 


FIRE INSURANCE COMPANY 


SALEM, MASSACHUSETTS * FOUNDED IN 1843 








Since 1900 


IOWA MUTUAL 
INSURANCE COMPANY 


Automobile 
Burglary 
Bonds 
General Liability 


Fire 
Workmen's Compensation 


Ar Agency Company 


Home Office 
De Witt, lowa 


Branch Offices 


2440 Park Avenue, Minneapolis, Minnesota 
3510 Dodge Street, Omaha, Nebraska 
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from the left. 





All identifications for the photographs on these two pages, snapped at the 
Detroit convention of National Assn. of Mutual Insurance Agents, read 





Florida’s dele- 
gation came 
dressed in bril- 
liantly hued Semi- 
nole Indian cos- 
tumes. Robert 
Rucker, executive 
secretary of the 
state association, 
watches as Wil- 
liam H. Hartnett, 
Coral. Gables, as- 
sociation presi- 
dent, presents a2 P 
$300 check to NAMIA P 


¥ vv & of 4 4 
resident George McKiever for the Philip 





Baldwin 


memorial trust fund. Thomas A. Stang, Jacksonville, national director, was 


named to NAMIA’s board during the meeting. 





Berkshire Mutual’s brightly lighted 
exhibit: C. B. Anderson Jr., agency 
vice-president; Alfred R. Nelson, spe- 
cial represersiative for the midwest 
area, and John T. Vallee, field man 
for central Massachusetts. 


Top brass from 
the Tri-State 
Assn.: Roy R. All- 
sopp, Waynesboro, 
Pa., vice-president 
and a national di- 
rector; Ralph M. 
Dolson, Wilming- 
ton, Del., presi- 
dent and a nation- 
al director; Ken- 
neth L. Black- 
stone, executive 
secretary, and 
Burrows H. Myers, 
Martinsburg, Pa. 





John H. Birchall was at the Norfolk 


’ 
a 


& Dedham Mutual booth with the 
company’s annual offer at these con- 
ventions: Chances on a drawing for 
a baby Poodle, named Homer after 


the 


company’s advertising program 


which used the theme to introduce its 
homeowners program seven years ago. 











Peter B. Em- 
mons, agent at 
New Canaan, 
Conn., visits the 
IBM booth and 
views one of the 
many typewriters 
there being dem- 
onstrated by R. B. 
Nankervis, with 
IBM at Dearborn. 
The two gentle- 
men in the middle, 
also from IBM, are 
Fred Dominick, 
New York, and 
Jim Senn, Dear- 
born, Mich. 


In the Michigan 
1752 Club’s room 
was an always 
filled bowl of ap- 
ples and the state’s 
apple queen, Miss 
Sally Green. Be- 
ing offered apples 
here are Ronald 
W. Scott, president 
of the club; R. C. 
Tricker, Pontiac, 
and Gar Henry, 
Port Huron. 








The Corn 


Penns yl- 
vania Lumber- 
mens Mutual is- 
sued daily news- 
papers of conven- 
tion doings and 
maintained a 
booth, here staffed 
by Frank A. White 
Jr., resident vice- 
president, Char- 
lotte, N. C., and 
John J. Henry, re- 
sident vice-presi- 
dent, Philadelphia. 


The Ohio dele- 
gation arrived in 
natty gold jackets 
with NAMIA’s 
“mounted warrior” 
emblem stitched 
thereon: Dale E. 
Walborn, Alliance; 
Oliver S. Probert, 
Cleveland; Marv- 
in E. Pearce, Fre- 
mont, who holds 
the plaque  pre- 
sented him as Mr. 
Mutual Agent of 
the Ohio associa- 


tion, and Charles Germana, Cleveland. 
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Sending news 
releases about 
convention  dele- 
gates to their 
home town news- 
papers were this 
group from Har- 
leysville Mutual: 
Kenneth Sweitzer, 
New Jersey field 
man; Donna Leos 
and Karen Hor- 
nung, Detroit 
models, and Don- 
ald O’Brien, Phil- 
adelphia field 
man, 





One of the more 
colorful delega- 
tions — Franken- 
muth Mutual, 
whose company 
men came attired 
in Bavarian cos- 
tumes: Arnold 
Krueger, treasur- 
er; Gustave R. 
Habitz, sales divi- 
sion; Robert F. 
Cook, fire division, 
and Carl Hollin- 
ger, fire division 
manager. 
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Grain Dealers’ 
booth featured 
flowers for the 


delegates. Pinning 
them on was a De- 
troit model while 
Harold F. Henn- 
ing, agency super- 
visor at Omaha, 
provided the 
greetings. 


: bs = OFFICE 


o ~"SLIS. INDIANA 


The Airkem booth was manned by 
Joseph Stiak, Detroit, and Pete Hop- 
The Mill Owners Mutual booth had _ kins, national manager at New York. 
as greeters Arch Richards, president, 
and Harry E. Hudelson, vice-president. 





Fhe NATIONAL /_” 
} UNDE 


Ready to advise 
inquiring dele- 
gates about. the 
services and pub- 
lications of the 
National Under- 
writer Co. was its 
regional sales 
manager at De- 
troit, William J. 
Gessing. 








Illinois was on 
hand with an es- 
pecially large del- 
egation in honor 
of the national as- 
sociation’s new 


president, Claude 
Spencer of Dan- 
ville, Ill. Shown 


in their distinctive 
outfits are, stand- 
ing, Frank Leber- 
man, Harrisburg, 
honorary director; 





Ira Johnson, Au- 

rora, president; 

George A. Schu- fays™ ep re 
macher, Wauke- jf. / Ns. Ao x 
gan, and Frank E. ; ’ é eS 
Vranicar, Joliet. Wh». 





Sitting are Mesdames Johnson, Leberman and Schumacher. The hats advertise 
the fact that the national convention will be in Chicago in 1963. 
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GUAKS: To Increase YOUR Income 








Central Mutual 
of Van Wert had 
its company 
Dalmation 
“Chief,” greeting 
visitors along with 
James E. Long- 
man, special agent 
in western Mich- 
igan; S. M. Waug- 
aman, vice-presi- 
dent, and Terry J. 
Farlow, special 
agent in eastern 
Michigan. 


wan 


\ Cmployers 
MUTUAL CASUALTY COMPANY 


SERVICE 


Employers Mu- 
tual Casualty’s 
booth with Robert 
E. Kelley, branch 
manager for Mich- 
igan at Lansing 
and Frederic M. 
DuBois, vice-pres- 
ident, in attend- 
ance. 


"FIRE * CASUALTY + sons 


WORKMEN'S 
COMPENSATION 
LAWS 








Keeping the 
light burning at 
the Union Mutual 
of Providence 
booth were Les- 
ter P. Fales Jr., 
inland marine 
manager, and 
Mrs. Fales. 








Fee] Optimistic About Young Driver Test 


(CONTINUED FROM PAGE 20) 
contracted for this work. A minimum of 50 test questions from each of them 
was stipulated, and, in their opinion, each had a good chance of predicting 
accidents. Each psychologist actually submitted more than the number of 
test questions asked for, and this phase was ended with almost 600 of them to 
be analyzed. All 600 are original; none has ever been in print before. 

The third phase was the try-out of test questions; the “testing of the 
test.” In this phase, groups of these questions were administered to university 
and high school students in central Iowa. Questions were asked about driving 
experience, accident experience, and traffic violations experience. Each test 
question was then related to both accidents and violations. This gave a rough, 
initial screening of the questions to weed out the worst ones. This analysis 
was done by electronic data processing equipment. Statistically speaking, 
each test question was correlated with these two measures, accidents and 
violations. In this phase, just short of 900 university and high school students 
were tested. 

The fourth phase of the project, which Mr. McKinney said, is going on now, 
deals with the actual try-out of the experimental tests by the cooperating 
mutual insurance companies. Two experimental forms are necessary because 
there are too many questions to put into one form of the test. A total of 300 
items is being tried out in this phase. Three of the five companies have com- 
pleted administering the first form, the fourth company is about half-finished, 
and the fifth is starting right away. 

This fourth phase is the long and slow phase. It is necessary to have a 
sample of accident-involved-young-men and a sample of non-involved. The 
only way this can be done without going back into company history, is to 
wait. Based on the rate at which accidents are occurring, it is anticipated 
-that it will be another six months before enough .are~ available to: start. final 
analysis. 
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Spencer Elected President; Jones Ist V-P 


(CONTINUED FROM PAGE 20) 
tion that the many good things one 
heard of him in the corridors and 
hospitality suites were richly deserved. 
Nicholas J. Matthews, the associa- 
tion’s able director of services, also 
must receive credit for his untiring as- 
sistance to reporters from the trade 
press who never ran out of requests. 
An annual interest is the naming 
of Mr. Mutual Agent. Seventeen can- 
didates were presented at the opening 
session by Keith W. Skillin, Lumber 
Mutual Fire of Boston, chairman of 
NAMIA’s joint company-agents com- 
mittee on public relations. He said 
the nominees included nine present or 
past presidents of state associations, 
three “at least” were CPCUs, and two 
were currently serving as executive 
secretaries of state associations. After 
a good deal more of this sort of drawn- 
out suspense, W. R. Van Camp, Mem- 
phis, was named winner. Mr. Van 
Camp’s record includes teaching in- 
surance courses, helping to organize his 
local association and getting his city 
msurance business put on a competi- 


tive basis. He is a director of the 
Tennessee association, of which he is 
also a past vice-president and presi- 
dent, and was named a member of 
NAMIA’s board this year. 

Other new directors named included 
Wallace Hellard, Florence, Ala.; Thom- 
as A. Stang, Jacksonville, Fla.; Chris 
Rosenberg, North Platte, Neb.; Alden 
L. Lane, Brockton, Mass.; George Pat- 
erson Jr., Freehold, N.J.; Gay Mil- 
brandt, Pelham, N.Y.; Roy R. Allsopp, 
Waynesboro, Pa.; Ralph M. Dolson, 
Wilmington, Del., and W. E. Koehler, 
Cedarburg, Wis. 

Mr. Spencer operates the Spencer 
agency in Danville, is a member of the 
board of trustees of NAMIA’s school 
and has served on errors and omis- 
sions, advertising and public rela- 
tions, and education committees of the 
national association. 

He opened his own agency in 1946 
and prior to that had been a statisti- 
cian, salesman and credit manager. He 
was with Hardware Mutual for a time. 
During World War II he was a naval 
officer engaged in salvage operations 









Harleysville goes all out to make your operation successful. 
We supply newspaper advertising to tell customers about 
your agency. We provide a diversified portfolio of cover- 
ages and field experts to service them. You are sure to 
find your association with Harleysville pleasant and profit- 
able. Why not pursue the subject further? You'll find that 
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in the Pacific. He is past president of 
Danville’s toastmasters club. 

Mr. Jones also entered the business 
in 1946 and is president of Mutual 
Insurance Agency in Bluefield. Elected 
president of his state association in 
1953, he has become well known in 
the national association for his work 
on the more efficient office procedures 
committee of NAMIA and has lectured 
on agency management at NAMIA’s 
school of which he has been a faculty 
member it began five years ago. 

A captain in the air corps during 
World War II, he has since been active 
in community affairs. He was named 
Bluefield’s man of the year in 1953 
and is a vice-president of his Kiwanis 
club. 

Mutual General Agents Assn. held 
its annual meeting concurrently and 
elected Marion Lagerquist, Atlanta, 
Ga., president. He succeeds Ira Laird 
Jr., Harrisburg, Pa. Robert L. Blue, 
Miami, Fla., was named vice-president 
and secretary, and Carl Lawron, Rich- 
mond, Va., was elected treasurer. 


Michigan Agents Meet 


Another group that held its annual 
meeting at this time was the Michigan 
Assn. of Mutual Agents. Don Schriber, 
Grand Rapids, was elected president; 
George Van Deusen, Detroit, vice- 
president; Stanley Nesen, Alma, sec- 
retary, and Harold Gelderloos, Grand 
Rapids, treasurer. Henry Forsetlund, 
Grand Rapids, is executive secretary. 

Earl A. Lamb, New York City, chair- 
man of NAMIA’s company-agents com- 
mittee, reported to the convention. In 
the education area, the national asso- 
ciation’s fifth school for mutual agents, 
held at Oberlin College this past sum- 
mer, had the largest and most success- 
ful enrollment in the school’s history— 
graduating 57 from the three-week’s 
course for beginners and 53 from the 
one-week session on agency manage- 
ment. 

The Philip L. Baldwin Fund, estab- 
lished for educational purposes in 
honor of NAMIA’s late general mana- 
ger, has realized nearly $12,500 in con- 
tributions from mutual agents, state 
associations, mutual companies, and 
other sources, Mr. Lamb reported. The 
sum represents one-half the goal of 
$25,000 set by the trustees last year. 


NAMIA’s_ advertising committee 
published an advertising guide for 
agents and completed assignments 


which provide member agents with 
recruiting and selection kits for em- 
ploying sales personnel. Revision of 
NAMIA’s survey forms for account 
selling is nearing completion, Mr. Lamb 
said. In addition, the committee au- 
thorized Art Advertising Associates of 
Arlington, Va., to service members 
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Rodda Suggests 
‘Quiet Methods’ 
For Any Disputes 


William H. Rodda, secretary of Tran- 
sportation Insurance Rating Bureau, 
spoke before NAMIA’s advisory board 
the day before the general sessions be- 
gan and urged ‘quiet methods’ be uti- 
lized in resolving any dispute between 
segments of the mutual insurance in- 
dustry. 

John Keyser, Kalamazoo, Mich., im- 
mediate past president of the national 
association, presided over the meeting. 

Mr. Rodda said complaints should 
be made only in cases where a dis- 
honest or unethical practice is involved 
rather than in an effort to get an in- 
surance department to assist in a com- 
petitive matter. 

He cited an instance where the stock 
agents’ association “dragged out into 
full public view” their opposition to a 
15% reduction on the part of bureau 
filings in homeowners’ premiums. 
There was no question, he said, but 
that the latest available figures sup- 
ported a reduction on the basis of the 
percent loss ratio which is being used 
“for homeowners business . . . but op- 
position was based upon a fear that 
their commissions would be reduced.” 

It was also brought out, he said, 
that these same agents represented 
bureau-rate companies and deviating 





with sales aids and remembrance ad- 
vertising items. 

A special subcommittee was ap- 
pointed to create a “Mounted Warrior 
Award” to be presented to mutual com 
panies which do the best job of ad- 
vertising NAMIA’s symbol and its slo- 
gan, “Mutual Agents Offer More.” An 
artist’s rendering of the proposed 
award was on display at the conven- 
tion. 

The committee on more efficient of- 
fice procedures published its guide on 
equipping an agency office, and its 
members are now preparing papers 
for publication on various subjects re- 
lating to agency administration. 

The public relations committee was 
credited with revision and publication 
of the pamphlet, “Frank Questions & 
Honest Answers About Mutual Insur- 
ance.” Mr. Lamb said that more than 
60,000 copies have already been pur- 
chased by mutual companies. 

Finally, progress was reported in 
promoting cooperation with other seg- 
ments of the mutual insurance industry 
in developing news stories about catas- 
trophes such as the recent hurricane, 
Carla. 
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companies. Every agent at the hearing 
admitted that he had in his agency at 
least one deviating company which 
he could use to place homeowners 
business if he were unable to sell the 
policy at full bureau rates.” 


Imagine Public Image 


“Can you imagine,’ Mr. Rodda 
asked, “the public image that is creat- 
ed when the newspapers report oppo- 
sition to a rate reduction because those 
opposing the reduction are afraid it 
will result in a reduction in their own 
commission?” Certainly the press also 
realizes the inconsistency of an agent 
opposing a 15% reduction on the part 
of bureau filings when he is actually 
using the same reduction to sell busi- 
ness where he cannot sell it at the full 
bureau rates. 

“In both cases,” Mr. Rodda continued, 
“we considered it extremely smart on 
the part of the mutual agents’ associ- 
ation that it did not join in these ac- 
tions which did not create a very 
favorable image insofar as the in- 
surance agents of those two states 
were concerned.” 


Not Asking Blind Acceptance 


Mr. Rodda pointed out that the bu- 
reau was not asking “blind acceptance 
of our ideas.” But he cited a compar- 
able instance where quiet opposition 
expressed to the insurance commis- 
sioner and his staff was much more 
effective than public controversy. 

This instance involved a group of 
mutual companies that felt that a pro- 
posed change in homeowners was con- 
trary to their interests yet instead of 
insisting on a hearing, made better 
headway by quietly expressing their 
position. 

In urging that complaints not be 
made to seek help to overcome a com- 
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petitive situation, Mr. Rodda cited an 
instance in which a competitor com- 
plained about a filing and an insurance 
department as a result sent the bureau 
an order that TIRB companies must 
discontinue the $25 deductible apply- 
ing to all losses on the personal pro- 
perty floater. 

The order stated that it was not 
permitted to have deductibles applic- 
able to the peril of fire and that the 
department considered the deductible 
in violation of that rule. 

“We called the attention of the in- 
surance department to the fact that 
there were at least a half dozen de- 
ductibles under other inland marine 
coverages which applied to the peril 
of fire, and that this was common 
practice of all companies and rating 
bureaus,” he said. Eventually the bu- 
reau’s position was sustained. 


Answers Criticism 


Answering criticism that the rating 
bureaus have in recent years promul- 
gated package coverages the public 
was not necessarily clamoring for, Mr. 
Rodda said that the homeowners cov- 
erage, in its early days, was similarily 
opposed. In most lines of business, 
however, the public seldom demands 
anything in the way of new products, 
but they are developed by people who 
believe they can be sold on a pro- 
motional basis. 

‘We in the insurance business—com- 
panies, agents, and bureaus—are in 
the best position to know what cover- 
ages the public needs to meet the 
hazards to which it is exposed. The 
average policyholder is not in a posi- 
tion to demand because he is not suf- 
ficiently expert to understand the cov- 
erage. The development of new cover- 
ages the public needs to meet the 
people, bureau staff and agents.” 
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Agents vs Companies Debate Airs Currently Hot Subjects 


(CONTINUED FROM PAGE 23) 
does. Then, the company doesn’t want 
to reissue the policy; it wants to en- 
dorse it. 

This, Mr. Mueller said, makes him 
personally feel as if his time was 
worth something less than that of the 
lowest paid clerk in the insurance 
company. 

Also, policies are too complex. Why 
can’t forms be all the same? Claim 
forms vary drastically from company 
to company—but auto accidents are 
basically the same. Companies have 
the time and money and desire to 
eliminate burdensome details in their 
own offices—why don’t they try to 
eliminate some of these details within 


their agencies? 

Mr. Jones was next. Too often, he 
said, mutual agents can’t understand 
why companies won’t authorize the 
insuring of a certain risk or won’t 
authorize a small line on an accommo- 
dation basis. The underwriter who re- 
fuses the line is maligned and fre- 
quently placed on the defensive by 
pressure from the sales or agency de- 
partment. 

Forgotten, apparently, is the fact 
that most mutual insurance companies 
were organized to insure certain 
classes of risks that have been or 
would be improved by engineering and 
safety techniques to the extent that 
substantial savings to policyholders 
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would result. From that beginning the 
mutual concept of more selective un- 
derwriting and risk improvement has 
continued to be one of the dominant 
factors in the growth of the mutual 
property and casualty insurance in- 
dustry. 

Mr. Jones said that mutual com- 
panies expect agents to be the first 
underwriter seems to be another fact 
in the underwriting area that is not 
understood by many mutual agents. 
Too often risks are submitted to com- 
panies just to see if they will pass. 
Time and expense of both the agents 
and the companies can be saved if 
more agents will assume the mantle of 
an underwriter and not submit risks 
they know will not be accepted. 


Question Frequent Changes 


Agents also don’t understand why 
companies are constantly changing 
policy forms and rating plans without 
waiting to see what the results have 
been under the most recent changes— 
which may have been in effect only a 
few months. Furthermore, agents won- 
der how they can keep abreast of the 
policy forms and rating plans in use 
by the companies they represent and 
those being used by their competitors 
if the mutual companies don’t settle 
down and take a deep breath before 
plunging into a new series of innova- 
tions and changes. 

Mr. Jones answered this by stating 
that innovation has been forced on the 
mutual agency companies by the great 
independent and bureau stock com- 
panies and it is no longer possible to 
maintain the status quo. The market- 
ing revolution is in full swing, and 
mutual agency companies are depend- 
ing on their sales force, the mutual 
agents, to use these innovations and 
changes to get their share of the mar- 
ket. 

Finally, agents don’t understand why 
mutual agency companies don’t ad- 
vertise nationally as much as some of 
the great independent and bureau 
stock companies do. Generally speak- 
ing, the principal reasons for this are: 
Mutual agents have not been as in- 
terested in promoting product or com- 
pany identity as they have been in 
promoting the identity and services of 
the agent; mutual agents represent 
many companies—sometimes too many 
—and thus the companies do not re- 
ceive a sufficiently dominant amount 
of the agents’ production; and the ac- 
quisition cost of most mutual agency 
companies does not permit the expense 
of this type of advertising. 


Love Affairs Are Few 


Mr. Tobler said that for too long 
companies and agents have paid lip 
service to how much they love each 
other, but there are only a few such 
torrid love affairs, a few more oc- 
casional dates, and as for the rest of 
them—they aren’t even on speaking 
terms. 

He said companies spend a good 
deal of time publishing their financial 
statements. This is, of course, fascinat- 
ing reading to the public. After read- 
ing it, however, they think it only 
right and proper, as did a prominent 
southern politician recently during the 
Carla disaster, in demanding that the 
companies pay one and all claims— 
immediately and without question. 

Mr. Tobler said this is a situation 
which the companies have brought 
upon themselves, and he asked the 
general question: Which company does 
the public see as the best one for it— 
the one which advertises its financial 
statement, or the one which prints an 
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advertisement showing a pair of hands 
carefully cradling a home? 

Another sore spot in the company’s 
makeup is its inspectors. These men 
go out to a client’s home and tell him 
his place looks lousy. The client then 
calls the agent and asks in some be- 
wilderment who that was. 

As an example of how some com- 
panies handle their agents, Mr. Tobler 
spoke of two in his area which, be- 
cause of adverse experience, had de- 
cided to withdraw from the auto field. 
The first company simply sent its 
special agent around and had him pick 
up the supplies; the second company, 
on the other hand, called a meeting of 
all its agents in that area and told 
them it was in trouble, needed help, 
and wanted to do all it could for the 
agents until it was once again able to 
enter the auto field in that area. Which 
would the average agent rather do 
business with, the speaker inquired. 

Another irritation is that for many 
years agents have been asking their 
companies about what was in store 
for them in the way of policies and 
forms. The companies always reply 
that they don’t know. And yet, what 
happens? The next day the new policy 
or form comes out and the agent has to 
read about it in the newspapers. 

Mr. Tobler said a fellow agent of his 
was visited recently by a company’s 
special agent who walked in cold and 
said the company was going to have to 
cut that man’s commissions. The agent 
asked why and reminded the special 
agent that his own loss ratio in 16 
years had never been more than 39%. 
The special agent said, “Well, that’s 
nice, and if they were all like you we 
wouldn’t have to cut your commis- 
sions.” Why, Mr. Tobler asked, can’t 
an agent like this have actually more 
commissions and let the agents with 
the bad loss ratios take the commis- 
sion cuts? 

Asks Revised Formula 


Mr. Gunn, in rebuttal, said that Mr. 
Mueller’s formula should have in- 
cluded the word “knowledge” since 
witha little more of this the companies 
wouldn’t have to endorse so many 
policies. As for the difference in forms, 
the strength of the American agency 
system is in its variance and its non- 
conformity. He asked if the companies 
should advertise that they’re poor? 
Would that impress the public? Make 
them feel secure with a specific com- 
pany? And as for the inspection engi- 
neers, whose risk is it that’s so lousy? 
The company only sends engineers out 
on risks their agents get for them. 

Mr. Mueller said he didn’t want to 
malign any special agents since these 
men were the great unsung heroes of 
today. And he had one more point: 
When an agent asked his company why 
they are doing something or other the 
company always says, well, the stock 
companies are forcing us to. Yet, the 
stock companies say the mutuals are 
forcing them into the various actions 
they take. 

Mr. Jones said the non-standardiza- 
tion of forms is entirely necessary. He 
said Sen. Dodd’s group can’t under- 
stand the position of bureaus anyway 
and complete independence of actions, 
forms, rates, etc., is necessary. 

Mr. Tobler had a final word about 
the financial statements. He asked if 
Ford Motor Co., which is not exactly 
going broke, ever features its financial 
position? 

Mr. Yumata was the “sleeper” of the 
convention. His story about the man 
who swallowed his glass eye threat- 
ened to hold up the meeting for liter- 
ally hours. He also had some general 
comments about the problems of com- 
municating. 
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Miller New President 
Of Trinity Universal; 
Yeargan Is Chairman 


Trinity Universal has made a re- 
alignment of its top management team. 
Gordon S. Yeargan, who has been 
president of the company since 1949, 
was named chairman. Ben D. Taylor 
fills the newly created position of vice- 
chairman, and Robert F. Miller is the 
new president succeeding Mr. Year- 
an. 
. In other action, the company named 
Harold Cabness a secretary. 

Mr. Miller began his career when he 
joined the company’s accounting de- 





Trinity Universal’s new manage- 
ment team: Ben D. Taylor, vice-chair- 
man, Robert F. Miller, president, and 
Gordon S. Yeargan, chairman. 


partment in 1929. After serving in var- 
ious underwriting departments he was 
assigned to Indiana and Ohio as special 
agent for fidelity. and surety lines. In 
1939 he was named branch manager 
for Ohio, in 1947 was recalled to the 
home office as field operations super- 
visor and was named vice-president in 
1948. 


Careers Given 


Mr. Yeargan has been with Trinity 
Universal since it was organized in 
1926. In 1928 he was named secretary 
and in 1936 vice-president and director. 
Mr. Taylor is also a charter member 
of the company. He has served in a 
number of executive capacities and was 
named vice-president and director in 
1947. 

Mr. Cabness joined the company in 
1940, has been district field manager 
at Houston, and was named head of 
the newly created property insurance 
division in September of this year. 
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New Illinois Handbook 


A new Underwriters Handbook of 
Illinois has just been published by 
the National Underwriter Co. It pro- 
vides complete and up-to-date in- 
formation on the agencies, compa- 
nies field men, general agents, 
groups and ciher organizations af- 
filiated with insurance in the state. 
Copies of the Illinois handbook may 
be obtained from the National Un- 
derwriter Co. at 420 East Fourth 
Street, Cincinnati 2, Ohio. Price 
$12.50 each. 











Tenn. High Court Holds 


vs Bureaus In Auto Case 
(CONTINUED FROM PAGE 1) 

manded the filings to the commission- 
er. 
The attorney general then took his 
formal appeal to the supreme court 
which held that the lower court’s ac- 
tion was arbitrary and illegal. The 
high tribunal dismissed the petition 
and charged the bureaus with the costs 
of the action. The bureaus were given 
the right of review within 10 days. 

Last July, Mr. Long approved an in- 
dividual filing by America Fore Loyal- 
ty, calling for almost the identical rate 
increases sought by the bureaus. Sev- 
eral other individual company filings 
have also been approved. 


Buyers’ Conference 


A buyers’ conference on risk man- 
agement will be held at Louisiana 
State University, Baton Rouge, Nov. 
3-4, sponsored by the college of busi- 
ness administration. Dr. Robert S. Fzl- 
ton, assistant professor of insurance 
at LSU, and Dr. William D. Ross, dean 
of the business college, will open the 
conference. 

George H. Menefee, insurance con- 
sultant, Baton Rouge, will discuss risk 
management. Felix Kurz, vice-presi- 
dent Parkerson agency, Lafayette, La., 
will talk on control of fire rates. 

D. E. Blackwell of the Avengno & 
Co. agency, New Orleans, will deal 
with casualty rates and rating plans, 
and E. F. Metz, safety engineer of 
Copolymer Rubber & Chemical Co., 
Baton Rouge, with accident costs. 


International Assn. of Chiefs of Po- 
lice at its annual conference in Mont- 
real awarded distinguished service 
memberships to Russell I. Brown, pres- 
ident, and Richard O. Bennett, secre- 
tary-treasurer, of Insurance Institute 
for Highway Safety. The recognition 
is for their support of police traffic re- 
search and training. 
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Mass. Agents Vote 
vs Fictitious Fleets 


Massachusetts Assn. of Insurance 
Agens at its annual convention in 
Boston elected Frank H. Doane of 
Northampton president to succeed Ed- 
gar S. Cook of Weymouth. Mr. Cook 
continues as a director and acting 
treasurer until the post of executive 
secretary has been filled. The position 
has been vacant since the death of J. 
Theodore Burke. 

Other officers are Albert E. Bouvier 
of Southbridge and Howard H. Leigh- 
ton of Lowell, vice-presidents, and 
Clifford Dunn of Fitchburg, state na- 
tional director (reelected). New direc- 
tors are Walter A. Conway of Salem, 
Peter Kimball of Athol, R. B. Pomeroy 
of Westfield, J. T. Trefry Jr. of Boston, 
and C. R. Turner of Chatham. 

One resolution recommended that 
the insurance department adopt a 
ruling against fictitious groups. The 
association has established a memorial 
trophy in honor of Mr. Burke which 
will go each year to the local associa- 
tion which does the best local board 
job. 

Howard C. Petersen, president and 
director of Fidelity-Philadelphia Trust 
Co., has been named a director of 
North America. 
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Nationwide Is Offering 
High-Level Travel Plan 


Nationwide Mutual has introduced 
high-level, world-wide travel insurance 
in amounts from $10,000 to $100,000. 
The policy, called the “Executive Trav- 
ellor,” is being marketed in 24 states 
and covers death, dismemberment, and 
loss of life, and total disability. 

Benefits are payable under three 
plans. The first provides 24-hour cov- 
erage from accidents of any cause. The 
second is a comprehensive conveyance 
package, payable when the insured is 
operating, riding, or struck by any 
conveyance. The third is a common 
carrier coverage payable when the in- 
sured is a passenger in any licensed 
commercial conveyance. 

The policy pays the full principal 
sum for loss of life, both hands, both 
feet, the sight of both eyes, or for the 
loss of one hand and one foot and 
either a hand or foot and the sight of 
one eye. One-half the principal is paid 
for the loss of a hand, foot, or the 
sight of one eye. If the insured is total- 
ly disabled for more than a year, 1% 
of the principal sum is payable every 
month thereafter, up to 100 months, as 
long as he is totally disabled. Coverage 
for medical expenses, up to $500, 
$1,000 or $2,000 for each accident, is 
available as an optional benefit. 
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A. B. STRUDWICK 
R. F. O'CONNOR 


H. A. GOBTZ 


More than a quarter century of con- 
stant progress and growth through 
unexcelled personalized service to 
insurance companies. 
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AUTOMOBILE 
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ACCIDENT AND HEALTH 


A. E. STRUDWICK Co. 


MINNEAPOLIS OFFICE 
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FieNATIONAL UNDERWRITER 


Lack Of Uniformity In Crop-Hail Adjustments Creates Problem 


(CONTINUED FROM PAGE 7) 


Kéep the plant from feeding properly. 


Thé adjuster last year told me so.” 


“If there is any damage at all, it 
won’t be less than 5%. No one can de- 
termine a loss smaller than that.” 


public is not the image we would wish 
to build in the minds of the public. 


Avoiding Mistakes 
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on complete inspection of all fields. 


Quite often a hail-damaged crop may 
show considerably more or less loss at 
one end of the field than at the other, 
If fields are not inspected thoroughly, 
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5 the determination of loss will depend This 
“Each hole in a leaf represents a More statements could be listed. How can such mistakes be avoided? on which part of a field is inspected, tle 
1% loss.” The reason most such statements are ‘There are some specific measures that The philosophy of management enters to u 
“The midrib carries the food to the made by adjusters is evidently to help ¢an be used to insure a greater degree the picture at this time. Some compa- philo 
plant. Feéding is cut off completely if them settle a particular claim. But o¢ uniformity among adjusters of all nies insist quite strongly on having a shou 
the midrib is broken.” little thought is given to the effect it companies. If we are to achieve a certain number of claims settled by com 
“If it hails, there’s some damage.” has on later adjustments. measurable improvement in uniformity, each adjuster. If any adjuster falls clair 
“The adjuster from Blank Co. told Multiply this lack of consistency by these steps must become a part of our below his quota, his supervisor is so clair 
me that hail companies have to settle hundreds of examples and one can see everyday working philosophy. advised by the claims manager. The the 
on the insured’s terms.” that the impression given the insuring The first of these steps is insistence supervisor in turn advises the adjuster philo 
of the need for improvement in num- Heng 
bers of claims settled. Such insistence Whi 
on settling numbers of claims is not “us 
realistic and surely tends to destroy too 1 
the uniformity we desire. “Vy 
Settlement of losses on eight, 10, or adju 
12 farms a day may have been pos- will 
sible at one time. Today it is not pos- for | 
sible. The average farm in the country “" 
today is more than 300 acres in size gi * 
compared to about 150 acres 25 years toug 
ago. It is not possible to cover the in- } “f 
creased number of acres in the same | of t 
amount of time as formerly was spent | “I 
on smaller units. The use of the tools | will 
we have today to help us arrive at the M 
measure of loss also adds some time velo 
to each adjustment. Management must on 
be willing to sacrifice a quota system The 
on claims adjustment if it wishes to | way 
have uniformity. | bus! 
Uniform Methods en 
The tools we have today to make tant 
our job of adjusting easier and more | A 
exact are charts based on the research | in | 
information compiled by land grant | of 
colleges, experimental stations, and | = wh: 
private companies. The use of these The 
charts and other scientific information alo: 
generally has been approved by farm- did 
ers. However, there are some adjusters to 
who feel that the use of such tools is gre 
beneath their dignity. How much do sist 
these adjusters help in creating uni- tha 
formity in adjusting methods? Man- Cor 
agement can and should insist on the cor 
use of corn and bean charts and uni- the 
form methods of counting the loss. 
Quite often an adjuster will go into Go 
a corn field, look about him for a mo- r 
ment, and then advise the farmer of the 
his loss. How nearly correct is the do 
adjuster? We have found that the only of 
method of accurately determining de- Cl: 
foliation is to strip the plant of its sa 
leaves, lay them out and assess the th 
amount of defoliation on each leaf in ju 
se 
is 
e 6 ab 
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tenths, add the tenths and divide by 
the number of leaves. 

Another area in which there is a 
need of uniformity is one that is more 
complex than the use of adjusting tools. 
This area involves many side issues 
which do not lend themselves easily 
to uniformity. This is the area of the 
philosophy of claim settlement. What 
should be the philosophy of a crop hail 
company regarding settlement of 
claims? Of particular concern are those 
claims involving disagreement between 
the insured and adjuster. Shall the 
philosophy be one of the following? 


Which Philosophy? 


“Settle the claim if it does not cost 
too much.” 

“We can’t afford to send another 
adjuster back for less than $100, so we 
will setule this one if we can buy it 
for less than $100 additional payment.” 

“You have to get them settled.” 


“Let the supervisor handle those 
tough ones.” 

“Appraise it quickly and get it out 
of the way.” 


“Let insured sit and wait and we 
will see what happens.” 

Much work should be done on de- 
veloping the philosophy of settlement 
on which all companies can agree. 
There are those who will say: “The 
way we settle our claims is strictly our 
business.” This attitude, however, does 
affect all of us. That is why the phi- 
losophy of settlement becomes impor- 
tant to all crop hail companies. 

Almost every year hail companies 
in Iowa face settlement of a number 
of windstorm losses on corn. Wind 
whips and strips the top leaves of corn. 
There may or may not have been hail 
along with the wind. The hail, if any, 
did not cause the damage or contribute 
to the damage in any measurable de- 
gree. Most companies will firmly re- 
sist payment on this type loss. But all 
that is needed to cause trouble for all 
companies is for the adjusters of one 
company to allow token payments on 
the windstorm damage. 


Go Two Ways 


The fact that one company pays for 
the windstorm damage while others 
do not suggests that the philosophies 
of the companies are not in agreement. 
Claims managers have been known to 
say, “Don’t pay on wind.” Then, in 
the next breath, they might ask an ad- 
juster, “Why do you have so many un- 
settled claims, John?” If the adjuster 
is made to feel unduly uncomfortable 
about unsettled claims, he will even- 
tually have fewer unsettled claims, 
but the settlements will be at the ex- 
pense of equitable adjustments and at 
the expense of uniformity. 

Another needed step toward uni- 
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formity involves meetings between 
management of companies to iron out 
problems that stand in the way of uni- 
formity. This is a difficult problem be- 
cause we are all somewhat like Mr. 
Khrushchev in that we are willing to 
negotiate around the settlement table 
on our own terms, but we don’t want 
to change the status quo. If we are 
sincere about our desire to achieve uni- 
formity, we can meet together and 
agree on the best methods to bring 
about uniformity. We must then take 
one further step; that step is to put 
into practice and adapt to our philos- 
ophy the uniform measures agreed on. 
The perilous nature of the crop hail 
business coupled with our inherent 
obligation to the insuring public com- 
pels us to take a long thoughtful look 
at the need of uniformity in adjusting. 
Without uniformity we can continue 
to be the expensive “mongrel” of the 
insurance industry. With uniformity we 
can take our place in the insurance 
business show ring as a disciplined, 
well-adjusted thoroughbred. 


Wash. Agents Want Bureau 


‘Fleet’ Plan Eliminated 
Washington Assn. of Insurance 
Agents has urged the department to 
reject the National Bureau amended 
filing on experience and schedule and 
rating plans for auto general liability, 
burglary and plate glass, otherwise 
known as the “fleet” rating plan. The 
department has accepted it. 


N. Y. Field Unit Elects 


Edwin W. Currie, manager of Boston 
at Mineola, N. Y. has been elected 
president of the Long Island Field- 
men’s Insurance Assn. Other new of- 
ficers are Allan H. Harris, Agricul- 
tural, vice-president; Howard M. Bell, 
America Fore Loyalty, secretary and 
William Long, Phoenix of London, 
treasurer. 

Committee chairmen include Peter 
H. Mahland, Appleton & Cox, fire 
safety; Arnold Kern, American Cas- 
ualty, highway safety; and Chester W. 
Nietzel, U. S. F. & G., education. 


Miss. Claims Men Elect 


Mississippi Claims Assn. at its annual 
meeting elected Wiley Buntin of Stark- 
ville president; George Arthur, Jack- 
son, first vice-president; Robert L. 
Coggins, Meridian, second vice-presi- 
dent; John Short, Jackson, secretary, 
and Roy Gunter, Jackson, treasurer. 

James R. Cheatham has joined the 
newly merged Gillette-Lawrence agen- 
cy at Portland, Ore. He has been a 
special agent for National Union. 
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AVAILABLE 
HOME OFFICE CLAIMS MANAGER 


| have the following to offer: Age under 45. Education: MA, LLB degree. Experience: 
17 years Home Office acquired with two nationally-known carriers. Current capacity 
Vice-President in charge of Claims-Legal Department, responsible for entire Home 
Office claims operation, plus Branch Office functions and staff in excess of 300. 
Administrative experience includes areas apart from claims. Proven record of results. 
Very best performance and character references. Receptive to majority of areas of 





All tiations on a confidential basis. For complete details of background and ref- 
pret 3 Box B-69, National Underwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 














ATTORNEY 


Young man, member of Bar, inter- 
ested in corporate career. 
Starting in legal research. This posi- 
tion entails wide variety of legal 
activity in all phases of casualty in- 
surance field. 
Attractive future possibilities. 
First letter should include complete 
resume of background qualifica- 
tions. 
Write 
Manager of Employment 
GOVERNMENT EMPLOYEES INSURANCE 
COMPANY 
P. 0. Box 1206 
Washington 13, D. C. 


AGENCY ADMINISTRATOR 


Major stock multiple-line company with Life af- 
filiate will create a Production Administrative 
position to coordinate production, promotion, 
advertising and be responsible for market re- 
search and development. This top position re- 
quires heavy company exp. in production & ad- 
ministration with good knowledge of marketing. 
Box B-60, National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Ill. 

















LIABILITY UNDERWRITER 


Continental Casualty Co. has outstanding 
opportunity in home office to man with 2 to 
5 years underwriting experience which qual- 
ifies for a creative underwriting and forms 
development program for private passenger 
business. Age 25 to 35. Salary commensurate 
with ability. Send complete resume to: Per- 
sonnel Dept. 310 S. Michigan, Chicago 4, Ill. 





OHIO — INDIANA 
PENNSYLVANIA — KENTUCKY 


Want to be a General Agent? Fire—Casualty 
Insurance. If you are experienced in sales work, 
want to own your business and earn commis- 
sionsi on what you sell and an overwrite on 
your agents, you will be interested in our 
exclusive General Agency Contract. Paper work, 
billing and collections all handled by Home 
Office. Reply B-57, National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 





Multiple Line Underwriter. Fast growing Mid- 
West Multiple Line company has opening for 
qualified Multiple Line underwriter heavy in 
casualty experience. Minimum of 6 to 8 years 
experience necessary. Liberal employee benefit 
plan. Salary open. Give resume of job experi- 
ence. Reply to B-56, National Underwriter Co., 
175 W. Jackson Blivd., Chicago 4, Ill. 

















FIELDMAN—WISCONSIN 


Multiple-Line Stock Agency Company 
Group offers excellent opportunity to qual- 
ified individual in Wisconsin field. Multiple- 
line experience essential. Liberal employee 
benefit programs. Please send complete 
personal details, in confidence, to Box B-59, 
c/o The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 


AGENTS WANTED 
Substandard Auto Liability Kentucky, Mis- 
souri and Tennessee. Write B-43, National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 











CHARTER WANTED 
FIRE OR CASUALTY 
Active or Inactive 
Admitted or Non-Admitted 


Reply to 12149 Woodward Ave. 
Detroit 3, Michigan 








FIRE OR CASUALTY COMPANY 
with Best's rating wanted. Will invest 
$500,000. to $1,000,000. 
Reply to; Ivan B. Brendler 
Realty Title Ins. Co. 
1424 K Street, N.W. 
Washington, D. C. 








AVAILABLE 


A loss-ratio conscious, college educated, em- 
ployed casualty claim supervisor with twelve 
years experience in one Company in training 
men and women, solving difficult procedural 
problems and handling every type of claim, 
would like to relocate with a progressive com- 
pany. Write B-62, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 
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Companies To Test Commission Law InN. Y. 


(CONTINUED FROM PAGE 1) 
tract measure has prevented introduc- 
tion of the new, new homeowners in 
the state. He said that filing is not 
in the public interest because it re- 
duces rates below the _ break-even 
point for the company, and _ thus 
would result in restrictive underwrit- 
ing, and it reduces commissions to 
producers, which would force them to 
cut the amount of service they pro- 
vide the public on the coverage. 

There is considerable interest 
around the country in the FC legis- 
lation. The hearing here was attended 
by Commissioner Francis R. Smith 
of Pennsylvania, Thomas R. Balaban, 
first deputy, and Charles V. Walsh, 
general counsel of the department. 

E. P. Simon of Chicago, vice-presi- 
dent of the casualty agents’ group, 
presented their views. C. Joseph Dan- 
ahy, counsel of Greater New York 
Insurance Brokers Assn., urged the 
beneficial effects of the FC law for 
that organization. Newell G. Alford 
Jr. appeared for the insurance depart- 
ment, where he is a deputy. 


Department Experience 


In no matter before the department 
has an insurer or rating organization 
asked for a hearing with regard to 
the interpretation of the freedom of 
contract law, Mr. Alford said. Con- 
struction of it thus has not yet been 
an element of any matter in litigation 
before the department. In the case 
of the PIP policy, the rating organiza- 
tion did not break down the 31.5% al- 
lowance shown for total expense ra- 
tio—and stated it was unable to do so. 
Mr. Alford said that in the light of 
the freedom of contract law, “it’s a 
bit hard to see how the expenses pro- 
posed by the rating organization could 
have been justified or supported, but 
in any case no attempt was made to 
do so.” 

A few individual company filings 
for deviations were turned down be- 
cause the deviations were not justi- 
fied by past experience and the free- 
dom of contract law prohibited an- 
ticipating such savings on a proposed 
reduction in commissions. 

Several statements were put in for 


MANAGER 


Multiple line manager for branch office 
with good growth potential. Prefer individ- 
ual with experience in Kentucky and with 
ability to develop agency production. 
Unique opening for aggressive producer 
seeking management opportunity. Send 
complete resume in confidence to Box B-70, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 











BOILER—-MACHINERY 
—SAFETY ENGINEER 


National Board ticket or commission. Salary 
to $9,000 and expenses. Rush resume or call E. B. 
Powell, Manager Insurance Placements, JAMES 
PAIR PERSONNEL SERVICE, Forsyth Building, 
Atlanta 3, Ga. Phone JAckson 5-553! 








ACTUARIES 


Excellent growth opportunity for a young man, 
who is currently taking examiantions of either 
actuarial society and is seeking pater chal- 
lenge with a leading and rapidly expanding 
casualty semper. Salary based on experience 
and potential. Please send a complete resume 
in confidence to Actuarial Dept., American Mu- 
tual Liability Insurance Co., Wakefield, Mass. 





FIRE UNDERWRITER 


Progressive Chicago Casualty Company expand- 
ing to write fire. NEEDS EXPERIENCED, one year 
or more, fire underwriter to assist manager. 
Ability to think creatively required. Future un- 
limited. Write Box B-64, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 


ADJUSTER 


Midwest company needs experienced Fire-Marine 
claim man to take over adjustment of rapidly 
expanding business. Good opportunity to grow 
with progressive carrier. Salary open. Write B-67, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ATTORNEY 
New Jersey Resident 
Experienced Trial Attorney for heavy cases. Must 
be admitted to N. J. Bar. We are a top firm 
located in Newark, N. J. and will pay a high 
salary for qualified man. Our attorneys know of 
this ad. Please send resume to B-48, National 
Underwriter Co., 175 W. Jacksen Blyd., Chicago 


4, Illinois. 





and against prior approval. North 
America submitted two, a review of 
fire rating laws by Bradford Smith 
Jr., president, and the statement be- 
fore the Gerber committee by W. Per- 
ry Epes, counsel. 


Bohlinger And Barry 


Alfred J. Bohlinger, New York at- 
torney and former superintendent, put 
in a statement for National Assn. of 
Independent Insurers. John R. Barry, 
president of Corroon & Reynolds, ap- 
peared in favor of the FC law and 
urged that the New York rating law 
be changed so that rates are made on 
the basis of all the figures. He said 
proponents of the no prior approval 
bill keep talking about needing prompt 
rate increases but what they really 
want to do is cut the rates. Calling 
attention to underwriting losses, he 
said the insurance situation nationally 
is near disgrace. 

Mr. Johnson urged for his three 
company groups adoption of no prior 
approval. 

In his first appearance, Mr. John- 
son, who is chairman of the laws 
committee of the board and chairman 
of the legislative policy committee of 
the association, deplored the dissen- 
sion between companies and agents 
on the freedom of contract measure 
and on no prior approval. 


Unfortunate Dissension 


He said that the companies in the 
board and association believe in the 
agency system, they believe that sys- 
tem requires cooperation and _ inter- 
dependence. Consequently, dissension 
between them is unfortunate. 

He said the companies oppose the 
FC measure because they do not be- 
lieve that it is, now or in the long 
run, in the best interests of the pro- 
ducers. One question is whether the 
law applies to direct writers as well 
as agency system companies and pro- 
ducers. It is hard to see how it could 
be applied to companies that pay a 
higher commission for new business 
and a lower one for renewals. Yet if 
the law applies only to the one sys- 
tem and not the other, it is obviously 
unfair competitively and may be un- 
consti ;utional. 

The rating law requires the rate 
maker to consider past and prospective 
expenses. The commission law refers 
only to past experience. This flies in 
the face of the all industry rating 
principle and creates an _ intolerable 
ambiguity or already is said in the 
rating law, Mr. Johnson declared. 


Forms Are Delayed 


He added that he thought the FC 
law not in the public interest. Sen. 
Condon, committee chairman, asked 
him if any of the things the com- 
panies had said would happen as a 
result of the law had happened. Mr. 
Johnson said that a number of filings 
have been made in other states at 
lower rates, but these have been de- 
layed in New York. In response to 
a question from Julius Wikler, former 
superintendent and special counsel to 
the committee, Mr. Johnson said that 
traditionally the companies have op- 
posed commission control because this 
restricts freedom of management judg- 











DESIRE POSITION 


representing multiple line company anticipating 
Farmowners program in Wisconsin. Presently em- 
ployed as office underwriter and accountant for 
edvance premium mutual. Also interested in 
payroll auditing. Previous technical and sales 
experience in other fields. Write Box B-65, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 





AGENCY WANTED 
Two competent and experienced insurance peo- 
ple interested in purchasing all or part of suc- 
cessful agency. $100,000 to $500,000 annual 
Premium class. Substantial cash if desired or 
terms to suit seller. Write in confidence. Box 
B-66, The National Underwriter, 175 W. Jackson 








Blvd., Chicago 4, Ill. 


NOSKER EMPLOYMENT AGENCY 
Insurance Specialists 34 Years 
California Positions 
Male—Female 


All Lines 
3055 Wilshire Blvd. Les Angeles 5 











Oct 


ment 
tiion. 
He 








XUM 


j51 





} 





XUM 


October 27, 1961 


ment and its ability to meet compe- 
tiion. 

He observed that there still is no 
indication from the superintendent as 
to how the law should be applied 
properly. That should come soon with 
the filing of the new homeowners. 

Mr. Danahy said the objective of 
the commission law was to halt the 
unfair practice of fixing commissions 
in concert under the guise of rate 
making. The law has corrected that 
practice. 

Doesn’t the bill perpetuate commis- 
sions? “No,” Mr. Danahy replied. For 
example, Home, Phoenix of Hartford, 
and North America have filed apart- 
ment house forms at lower commis- 
sions. Also, he testified, a Condon 
committee study on marketing in the 
state shews direct writer agents make 
more than producers under the agency 
system. He pointed to figures show- 
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ing that the assets of the fire-casualty 
companies have doubled in eight years. 
It isn’t necessary to pick on the poor 
producer to find room for rate de- 
creases “in the public interest.” 

Mr. Wikler charged Mr. Danahy with 
making many gratuitous statements 
from his hat and not his head. Mr. 
Danahy charged Mr. Wikler with put- 
ting words in his mouth. 

Mr. Schwab testified that the FC 
law was designed to accomplish only 
one objective—maintain the integrity 
of negotiated contracts of commissions 
between agents, brokers, and their 
companies. In 1957 a practice de- 
veloped which by-passed these con- 
tracts by projecting commission 
changes through rate filings. 

Failure to continue the law would 
be an indication to the companies of 
a legislative license to make any man- 
ner of filings involving prospective 
changes in expenses directed entirely 
to commissions, Mr. Schwab declared. 
This would ignore the legal right of 
prior contract between agent and com- 
pany. 

He cited the rating law to prove 
that it long has contained a provision 
for consideration of past experience 
only. In effect only past experience 
is used for such expenses as loss 
sadjustment, other acquisition, gen- 
eral, etc. The only item of expense 
which could possibly lend itself to a 
prospective approach would be taxes 
and fees. 

Any prospective approach on com- 
missions would violate the prior con- 
tract between producer and company, 
he said. He said the law does not 
tend to freeze commissions, but on 
the contrary leaves them free for ne- 
gotiations in the economics of the mar- 
ket place. Since the law has been in 
effect, individual commission changes 
have occurred at approximately the 
same rate as before. 

Companies haven’t reduced ex- 
penses, as they argue, Mr. Schwab 
said. Company expenses have actually 
gone up. He observed that the prop- 
erty and institutional property form 
recently turned down in New York 
contained a factor of 31.5% for ex- 
penses, excluding loss adjustment ex- 
penses. This compares with actual ex- 
pense figures for 1960 of 44.8%. 

On hand for the committee besides 
Sen. Condon were Sens. Liebowitz and 
Rath, Reps. Kalish, Chase and Gor- 
don, and Paul Blakely, committee 
counsel. 


Chicago Explosion To 


Cost Insurers $1 Million 


(CONTINUED FROM PAGE 1) 
loss, but doors were blown off asd 
window damage is considerable. 

Factory Insurance Assn. is on the 
physical damage portion of all three 
buildings and when contacted said its 
adjusters are being pressed for esti- 
mates. 

Royal-Globe group has the liability 
on the Curtis plant. 

Which company or companies have 
the liability on Zenith and Anaconda 
was not learned at press time. Cer- 
tainly that line will be a factor. 

General Adjustment Bureau has not 
had reports in yet from its adjusters. 
It figures that some 500 additional 
losses are involved, but whether these 
are insured or not is anyone’s guess. 
These losses will result on everything 
from automobiles to household goods, 
from buildings to contents (mercan- 
tile properties). 

One final note to this preliminary 
report. All hands are agreed on one 
point: It may take months to get total 
and exact figures. 
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Kansas Agents Elect Bacon President 


(CONTINUED FROM PAGE 8) 


role 
of a 


of the association for his key 
nationally in the development 
farmowners package policy. 

Mr. Matthews’ development of this 
complex contract, it was stated, which 
is now accepted by the insurance de- 
partments of 15 farm states, has en- 
abled farmowners to enjoy policy cov- 
erage previously available only to city 
dwellers. 

Other awards made included the 
Frank T. Priest award for a best sales 
suggestion by a local agent (Henry 
Hall, Garden City); the Rosse Case 
memorial trophy award for a local 
eagent’s outstanding service to fire 
prevention (Wayne Wennet, Hutchin- 
son); the Frank T. Priest cup for out- 
standing accomplishment by a local 
board (Wichita); the Cheney Prouty 
safety trophy to a local board for pro- 
moting traffic accident prevention 
(Newton), and the award for the best 
advertising program and display by a 
local board (Topeka). 

New additions to the executive com- 
mittee’s board are John Glades, Yates 
Center; Lawrence Drehmer, Dodge 


City; W. O. Wannamaker, Topeka, and 
Charles T. Dumenil, Arkansas City. 

President Bacon named his commit- 
tees for the coming year. These in- 
cluded Donald Zimmerman, Hutchin- 
son, and the Messrs. Tompkins and 
Dunkley (finance); Al Hiebert, Wich- 
ita, W. W. Hinds, Marysville, . Donald 
Schultz, Kansas City, Robert Tyler, 
Wichita, and Jay Wannamaker, Tope- 
ka (legislative); James R. Fee, Hutch- 
inson (fire prevention); O. I. Arm- 
strong, Kansas City (safety education) ; 
William Dearth, Parsons (member- 
ship); Harry Tinklepaugh, Kansas 
City, Wade Patton, Hutchinson, and 
Frank T. Priest, Wichita (grievance); 
Jack Newkirk, Independence (rural 
agents); Ivan Hemphill, Wichita, Dorth 
Coombs, Wichita, Paul Heinz Jr., To- 
peka, Dean E. Matthews, Ashland, and 
Otto Schmidt, Salina (conference); 
Bruce Buhler, Great Bend (local 
board); Richard Minkler, Wichita (ed- 
ucation); George Staebler Jr., Topeka 
(public relations), and Max P. Horn, 
Russell (advertising). 

Many social events, plus 
tournament, were enjoyed. 
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Lemmon Tells Conference Of Vital Role Of Free Competition 


(CONTINUED FROM PAGE 1) 


may be expected. The most important 
reason that most U. S. business has 
remained in private hands is because 
of industry’s ability to respond to the 
needs of the times. 


Not Always True 


This was not always true in the fire 
and casualty insurance business, he 
noted. “There was a time when dom- 
inant elements in the U. S. fire and 
casualty industry could have been ac- 
curately categerized as hide-bound, 
ultra-conservative and unresponsive to 
change. It is my considered opinion 
that the advent of competition and the 
vigorous, healthy stimulus it provided, 
most of which was engendered by in- 
dependent companies, was the prime 
factor in breathing life into an other- 
wise rather inflexible industry and, 
indeed, in forestalling both the need 
and the opportunity for government, 


state or national, to get into the busi- 
ness.” 

While competition existed in the 
casualty business to a degree since the 
business was born—certainly much 
more so than in fire insurance—Mr. 
Lemmon told the conference delegates 
it was not until after 1944 that the in- 
dustry was given a full measure of the 
competitive ingredient. The growth of 
the business since then vividly illus- 
trates the effects of competition on a 
modern industrial society in general 


-and on the insurance industry in par- 


ticular. He presented figures for the 
years 1945, 1950, 1955, and 1959, com- 
paring growth of gross national product 
and personal income to total assets, 
policyholder’s surplus and premiums 
in the fire and casualty industry. 
While gross national product and 
personal incomes, based on the 1945 
figures, rose an average 8.3% annually 
through 1959, the average annual rise 
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in the fire and casualty industry was 
17.6% in assets, 13.7% in policyholder 
surplus, and 22.4% in premiums. The 
expansion of the fire and casualty in- 
dustry since 1945 has run far ahead of 
the general economic growth of the 
nation. 

In the main, Mr. Lemmon said, three 
factors were responsible for this surge. 
First was the end of hostilities and the 
freeing of manpower and materials for 
domestic purposes including the man- 
ufacture of automobiles. Second, in the 
automobile field, was the enactment 
by the states of legislation creating 
an incentive to insure. And last was 
the full impact of competition. 

In every field where competitive in- 
surance under state regulation has 
been operative it has proved itself ad- 
mirable, Mr. Lemmon declared. It is 
regarded by experts as the best system 
by which to combine the creative en- 
ergies and dynamic forces of free en- 
terprise with the requirement of pu- 
blic scrutiny of a vital industry. 


Explains Recent Expansion 


A large part of the remarkable ex- 
pansion of the fire and casualty com- 
panies since the mid-forties has been 
due to the rise of the independent in- 
surance companies, Mr. Lemmon 
stated. Quoting Justice Oliver Wendell 
Holmes, who said, “The best test of 
truth is the competition of the open 
market.” Mr. Lemmon declared, “It is 
in this open market that the indepen- 
dent companies prefer to build their 
business. It is the marketplace, not the 
committee room, where businessmen 
best learn the science of innovation, 
the value of diversity, and the chang- 
ing requirements of the public they 
serve. It is in the marketplace, not the 
committee room, where prices best 
find their proper level and services are 
refined to fill specific needs.” 

One such market has been built 
around the automobile, he noted. The 
car-insuring public in almost all areas 
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of the U. S. is free to shop around ‘or 
automobile insurance. The automobile 
insurance market is intensely com- 
petitive at all levels—prices, coverages, 
classification systems, operational 
methods, and policyholder services. 
“It is indeed a tribute to the impact 
of competition that virtually every im- 
portant new concept in casualty in- 
surance has either been introduced by 
an independent company or introduced 
by bureau companies in direct response 
to the pressures of competition from 
the independents,” he said. “This is true 
not only of the years since passage of 
Public Law 15; it is equally true of the 
earlier years when there were rela- 
tively few independents in existence.” 


Paid City Rates 


He mentioned, for example, that 
those who made rates in concert failed 
to recognize that the farmer presents 
less of a risk than a city driver. Rural 
drivers paid city rates for insurance 
until the advent of companies formed 
for the express purpose of giving the 
farmer farmer-oriented coverage end 
rates, rather than coverages and rates 
conceived in eastern cities. It was in 
this undeveloped rural markct that 
some independents achieved their 
early growth. 

Since that time, Mr. Lemmon ob- 
served, independents have picneered 
or spurred the pioneering of simplified 
illustrated policies; refined rate class- 
ification systems; six-month automat- 
ically renewable policies; family-type 
auto coverages; medical payments 
coverage for guest riders; coverage of 
utility and house trailers without ad- 
ditional cost; uninsured motorist cov- 
erage; tailored fleet policies; on-the- 
spot claim services; installment pay- 
ment premium plans. 

The dwelling field during the last 
decade has been the scene of another 
example of marketing inncvation prod- 
ded by competitive pressures and the 
changing requirements of the insuring 
public. Over the years the _ typical 
householder carried fire and EC on the 
dwelling itself, too often of inadequate 
amount or just enough to cover the 
mortgage. Some, but not all, had sim- 
ilar insurance on contents, character- 
istically of inadequate amount. A frac- 
tion of the group carried residence 
liability, and a smaller fraction were 
protected by residence theft insurance. 
All these coverages were written un- 
der separate contracts, and frequently 
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py different companies. 

In 1954 “homeowners” package pol- 
icies were introduced by an indepen- 
dent company. This form offered, in a 
single contract, broad protection 
against fire and related perils on both 
the dwelling and contents, plus liabil- 
ity and theft. It was packaged so as 
to provide a better relationship of in- 
surance to value, and was sold for an 
indivisible premium. 

New versions of the package forms 
have now been introduced to provide 
“all-risk” coverages for such markets 
as service stations, motels, laundro- 
mats, and funeral homes, as well as 
other commercial enterprises. 

Mr. Lemmon pointed out that partly 
because of the important economies 
and added service offered by the pack- 
age polic:, more and more companies 
which previously dealt only in casualty 
lines are now penetrating the fire in- 
surance business. At the same time, 
some fire and casualty companies are 
now, through subsidiaries, penetrating 
the life insurance business. 

The package policy concept greatly 
enhances the prospects for mass mar- 
keting of all the lines contained in the 
package. Although opposed in its early 
years by some of the traditionalists in 
the industry, it has now become a 
standard item, almost universally ac- 
cepted. 

Now competition is bringing on an- 
other important change which will 
further improve mass marketing pros- 
pects—installment payment plans, Mr. 
Lemmon said. 

The fire and casualty industry has 
traditionally required lump-sum pay- 
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ments of the full premium. Many com- 
panies now are turning to installment 
payment plans, and as a consequence 
are greatly increasing their market po- 
tential. In so doing, they are also mak- 
ing more insurance benefits and service 
available to more people. As a few 
companies establish themselves in this 
periodical payment system, pressure 
of competition will probably force 
others to make the change. “Again, the 
public need will be met as long as 
competition permits a few leaders to 
take the steps.” 

Mr. Lemmon commented that com- 
petition in service also takes many 
forms in insurance. In the large sense, 
every sales and service contact with 
the policyholder is saturated with the 
competitive element as long as there 
is another company to which the cus- 
tomer can take his business. With the 
introduction of competition in other 
phases of the business, sales and ser- 
vice techniques have improved mark- 
edly. For example, the “tombstone” in- 
surance advertising of earlier years 
has given way to more enlightened and 
appealing forms of advertising and 
public information which have brought 
the public and the industry closer to- 
gether. 


Competent Advice Is Factor 


Competency of advice on coverage 
needs is also a competitive service ele- 
ment. Agents, brokers, and company 
representatives rely upon skill in pro- 
viding adequate coverage at reasonable 
cost as the means of holding old ac- 
counts and acquiring new ones. The 
complex insurance requirements of 
many businesses, plus the variety of 
rating plans and forms of protection 
now available, make expertness in any 
special field a principal attribute of 
competition at the production level. 

Then there is the competitive impact 
of the various methods of distribution. 
There are the American agency or in- 
dependent contractor agents, who hold 
non-exclusive contracts with the com- 
panies they represent, usually five or 
more. 

There are mutual agents, who op- 
erate under either a salaried employe 
distribution system, or the mutual 
equivalent of the agency system. 

A third method of distribution is 
that of the exclusive agent who re- 
presents only one company or group. 

Another important segment of the 
industry has no agents or production 
sales force, relying on solicitation by 
direct mail and advertising. Some 
companies in this group specialize in 
writing insurance for business, pro- 
fessional and trade groups such as 
teachers, truckers, military personnel, 
union members and others. 


Provide Competition 


These four principal methods pro- 
vide competition at the distribution 
level, Mr. Lemmon pointed out. Each 
provides a goad or impetus to the other 
with the result that there has been 
great incentive for improvement in 
method. 

“One major effect is that we have 
changed from a seller’s market to a 
buyer’s market,” he said. “The public 
sets the pace of the industry to a much 
higher degree. Agents can no longer 
just sit back and take orders.’ 

To the average man, competition 
means dollars in his pocket, Mr. Lem- 
mon declared. It means the opportunity 
to buy the most modern forms of in- 
surance protection. It means the right 
to choose his company, his policy, and 
the price he will pay from the offerings 
of many companies competing for his 
favor as a customer. 


“The case for competition and private 
enterprise obviously does not rest on 
savings alone,” Mr. Lemmon admitted. 
“Lower insurance rates are simply the 
tangible product of a more dynamic 
and efficient economic. system. Uni- 
formity and rigid, inflexible practices 
induce a lethargy in business. Com- 
petition provides a constant prod 
which compels businessmen ever to 
seek better, more efficient and more 
economical ways of meeting their 
goals.” 


Leads to Progress 


“Considering the variety of ever- 
changing problems faced in the fire 
and casualty industry, healthy com- 
petition under enlightened public su- 
pervision has become the touchstone 
of progress. By and large, where com- 
petitive insurance flourishes, the pub- 
lic interest is well served and the in- 
dustry is expanding rapidly.” 

In the U. S., Mr. Lemmon declared, 
“we believe that a healthy competitive 
system working in the public interest 
has a far better chance of bringing the 
hopes of men to fruition than does a 
closed economy. We in the insurance 
industry have a large responsibility to 
contribute our full measure to the de- 
velopment and fulfillment of the goals 
of our people. 

“If we fail, if we allow competition 
to erode because of apathy or short- 
sighted fear of the open market, we 
will have lost our principal defenses 
against usurpation by the state. Ex- 
perience has taught us that the priv- 
ileges of a free system are most often 
lost because of a failure to fulfill the 
obligations which always accompany 
such privileges. Our principal obliga- 
tion is to serve the public in the best 
way possible—and to allow others to 
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serve even better, if they can .. .in any 
nation which wishes to remain, or be- 
come, a modern industrial society, in- 
surance is a vital industry. ... Un- 
der the system as we in the U. S. 
know it, competition is the prime in- 
gredient, the first line of defense 
against statism.” 


Andover Names Special 
Agents In Fla., Mich. 


Andover companies have appointed 
Fred G. Nugent Jr. special agent for 
Florida, with headquarters in Sarasota, 
and Henry J. Symanski special agent 
for Michigan, with headquarters in 
Grand Rapids. 

Mr. Nugent will be working directly 
with Hubert C. Covington, manager of 
the southeastern department in De- 
catur, Ga., and Mr. Symanski will work 
directly with Executive Special Agents 
Peter J. Bishop and Donald M. Butcher. 


New Adjusters In III. 

William L. Neal and Jack E. Collins 
have established Capitol Claim Service 
in Springfield, Il. 

Mr. Neal until recently was vice- 
president of Lincoln Casualty and 
North-West Ins. Co. He has 16 years 
of experience in multiple line adjust- 
ing in Illinois as a company man and 
an independent. Mr. Collins started in 
adjusting nine years ago with an in- 
dependent organization and joined 
Lincoln Casualty in 1953 as assistant 
claim manager. 


Charles E. Byrne has been named 
manager of the insurance department 
of Balfour Guthrie & Co., at San Fran- 
cisco, succeeding G. A. Hill, who re- 
signed recently as vice-president. 
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them? Contact Reserve: we'll give him the 
limits required! 

FOR FULL INFORMATION ON EXCESS 
COVERAGE ... FILL IN COUPON BELOW ... 


MAIL TO RESERVE 





ALL 
RISKS... 


NOT JUST 
THE ASSIGNED 


RISKS! 







RESERVE surance comPpANy 





209 WEST JACKSON BLVD. 


CHICAGO 6, ILLINOIS 
A STOCK COMPANY 








NAME 








BUSINESS ADDRESS 














"61 AGENT'S LICENSE NO. 
































NATIONAL ADVERTISING 
SMOCTHES THE way/l 








IN OUR SOTH ANNIVERSARY YEAR 


of providing independent local agents of Kemper Insurance companies with progressive, competi- 
tive facilities to meet the needs of the insurance-buying public, big new national advertising smoothes 
the way. Millions of prospects will learn of the top-notch service and facilities offered by Kemper 
Insurance agents through influential advertising on NETWORK TELEVISION AND IN NATIONAL 
MAGAZINES. 














f ATION, ig F 


ata This is our way of helping the 


agent, and his sales story, be- 
come known to his prospects 
even before sales calls are 
made. This prestige national ad- 
vertising smoothes the way — pre- 
sells the agent's personal service 
and the full-line facilities and sav- 
ings possibilities he offers—makes 
his selling job easier. 


j 
ws Had 


i PR A 
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In Color 
Saturdays, October-May 


on NBC-T 











CKEMPER >) 


INSURANCE 


Chicago 40 


LUMBERMENS MUTUAL CASUALTY COMPANY—AMERICAN MOTORISTS INSURANCE COMPANY 
AMERICAN MANUFACTURERS MUTUAL INSURANCE COMPANY 
FIDELITY LIFE ASSOCIATION—FEDERAL MUTUAL INSURANCE COMPANY 


G 


ol 
ol 
ned 
ie | 


Mr. N. C. Flanagin, President Name 


KEMPER INSURANCE 
Chiccgo 40, Illinois | Agency Name 








| 

I 

i 

| | would like to know more about the Addr 
[ advantages of representing a Kemper 

3 Insurance company. | Sty 
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